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Time for Credit Bottleneck 


More than 800 pages this New 1942 


CREDIT MANUAL 


RCIAL LAWS 


Packed with years Successful Experience 
Safeguarding Sales and Protecting Credits 


ENTIRELY NEW FEATURES 


Your Business and National Defense 
New State Laws Assignment Accounts Re- 


ceivable 


New Regulations Conditional Sales Contracts 
Changes Sales and Use Taxes General States 


Legislature States passed new laws changed 
old laws affecting trade during the past year. These 
numerous changes make previous editions obsolete. 


COMPLETELY REVISED AND REARRANGED 


The Section Sales thoroughly re- 
vised incorporate all recent changes 
and decisions affecting contracts trans- 
actions with corporations, partnerships 
and agents. 


The Section Collections presents not 
only: accumulated experience, but last- 
minute rulings suit- 
procedures, commercial crimes, frauds, 
liens and bonds. The limitations pre- 
scribed the libel laws are carefully 
defined. 


The Section Insolvency includes 
the complete text the Chandler 
Act, clear explanations its clauses 
and excerpts recent decisions clari- 
fying its provisions. 


Federal Laws that Regulate Business are 
clearly explained New Foreign Trade 


Regulations, Walsh-Healey Act. Wage- 
&-Hour Law, Labor Relations, Robinson- 
Patman, Wheeler-Lea, 
Act, Fair Trade Laws, 


Tables outlining Limitations for Legal 
Actions, Bulk Sales Law requirements, 
Exemptions, etc.; Forms used most fre- 
quently credit and collection work; 
All are Contained within the Pages 
this new Manual. 


The fundamentals doing business 
every State the Union; the problems 
arising from recent trade barriers between 
the States; the situations that demand 
the experienced hand the attorney 
all are explained and clarified. 


New Location-finder 
gives you access any fact you need 
the mere turn finger. 


Special Pre-Publication Price Members 


The regular price the Manual, 1942 Edition, publication, will $6.50. 
However, you are entitled special pre-publication price $4.50 your order 


received before November 10th. 


FREE 


you will send your check with order, will send you 
page booklet, Business and National 


National Association Credit Men —One Park New York, 


improves the scope the 
REGULAR FIRE 


These perils are also covered: 
WINDSTORM HAIL 
EXPLOSION RIOT 
DAMAGE 
VEHICLE DAMAGE 
SMOKE SMUDGE 


Consult the local agent 
for further details about this low- 
cost, comprehensive coverage. 


PROTECTING INVISIBLE VALUES NO. 


would never consent own manage property 


lacking adequate fire insurance. Yet other perils just 
costly fire are continuously ready attack and de- 
stroy assets entrusted your care. Today far-sighted 
financial institutions advise customers broaden the pro- 
tection the regular fire policy adding the Extended 
Coverage Endorsement. With properties better protected, 
mortgage loans improve strength. the same token, 
the credit stability borrowers cushioned resist 


catastrophes besides fire that threaten security loans 
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Yesterday’s Insurance 
may not fit 
TODAY’S emergency! 


THIS national emergency, busi- 
ness conditions are changing fast 
that insurance which gave ample cover- 
age when the policy was written may 
dangerously inadequate now. The essen- 
tial features your own insurance may 
need prompt revision. 


Has your insurance kept pace? 


There only one way certain. 
Have your whole insurance set-up 
studied byan agent who knows you, un- 
derstands your situation and backed 
and supported men trained pro- 
vide adequate protection for the risks 
loss any business industry. After 
such study, Hartford agent can 
recommend flexible plan insurance 
protection that will protect you against 
today’s ever-changing risks. 


The NEW way buying insurance 


Going the complex problem in- 
surance this business-like way (as 
opposed just ‘‘taking policies) 


has been called the NEW way buy- 
ing insurance. devotes particular at- 
tention any hazards which may result 
losses. 
Security and Service 
Through 131 years—through disasters, 
conflagrations, depressions and wars— 
the Hartford has proven its willingness 
and ability meet every obligation. 
There are Hartford agents all the 
states, Hawaii and Canada help 
you protect your business against every 
risk financial loss—and give you 
prompt service all times. 
reach Hartford agent 

Call Western Union Canadian 
National ask for the 
name and address the nearest Hart- 
ford agent. He’sa local man who knows 
your local conditions—who thor- 
oughly qualified help you protect 
your business these trying times. 
Call him today—or talk things over 


with your insurance broker. 


Ever since 
policy has meant 
sure promise pay losses. 


Hartford Fire Insurance Company 


Accident and Indemnity Company 


HARTFORD, 


CONNECTICUT 


TWO HARTFORDS WRITE PRACTICALLY EVERY FORM INSURANCE EXCEPT 
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Back School! 


credit education has been 
highly visible recent weeks. 


the midst vast national emergency 
—one that has widespread repercussions the 
fields credit and finance—we have wit- 
nessed the inauguration Babson Park 
August outstandingly successful Summer 
Institute Credit Management. 


Men and women business took time from 
their important daily responsibilities. 
returned their desks with new compre- 
hension credit’s role this emergency, with 
renewed determination their share 
reaching the solution our many and serious 
business problems. 


But that not all! 


this written, reports are coming 
desk the great interest shown both 
senior and junior credit executives the 
Chapter classes and courses the National 
Institute Credit, the educational arm 
the National Association Credit Men. 


These are bright, hope-laden rays the 
encircling gloom. They bespeak the charac- 
ter those who today are charged with 
“Guarding the Nation’s Profits!” 


Henry Heimann 
Executive Manager, N.A.C.M. 
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The winter 1941-42 will down history 
one the greatest eras production the annals 
American Industry. Already the output our 
great factories beginning roll out character- 
istic mass production volume with the peak, 
unheard totals, expected 1942. 


Old plants, expanded plants, new plants; furnaces, 
presses and lathes operated the brains and 
straining muscles the largest industrial army 
ever assembled are rapidly approaching top speed. 


previous periods development and ex- 
pansion our country, its cities and industries, 
insurance was vital factor protecting credit 
extension and invested capital, today insurance 


HOME OFFICES 


NO. ONE 
NEW YORK COMMERCIAL UNION ASSURANCE COMPANY, LTD. 
N.Y AMERICAN CENTRAL INSURANCE COMPANY 


COLUMBIA CASUALTY COMPANY 
THE PALATINE INSURANCE COMPANY, LTD. 


must hold our national economy secure against 
financial loss arising from. destructive accidental 
damage, personal injury and other insurable causes. 


One the leading capital stock Fire, Casualty 
and Surety organizations the world the 
Commercial Union Group. Unexcelled financial 
resources, friendly experienced department staffs, 
conveniently located expert agents from coast 
coast and complete modern insurance facilities 
recommend its companies Business Executives, 
Bankers and Investors who seek sound and safe 
protection. 


The Commercial Union Group ready for busy 


NION ROU CHICAGO 
THE OCEAN ACCIDENT GUARANTEE CORPORATION, LTD. SAN 
\ / THE BRITISH GENERAL INSURANCE COMPANY, LTD. FRANCISCO 


UNION ASSURANCE SOCIETY, LIMITED 
THE COMMERCIAL UNION FIRE INSURANCE COMPANY 
THE CALIFORNIA INSURANCE COMPANY 
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Defense 


What Are Doing Prepare for Emergencies 


practically every nation the 

world being forced consider 

possibly the greatest economic 
crisis its history. From period 
industrial stagnation and unem- 
ployment, have been rushed, 
few short months, into the 
mass emergency production. War 
orders billions must filled with 
all necessary speed delivery. 

Economically considered, this na- 
tion great mechanism. Its chief 
function not only production and 
distribution, but also the supply 
the means livelihood millions 
employes responsible for the up- 
keep the nation’s homes. 

War longer confined bat- 
tlefields. waged helpless in- 
nocent civilian population destroy 
morale and the nation’s industries 
cut the lifelines the forces the 
field. One the chief and most hor- 
rible weapons used is, our oldest and 
most feared enemy, fire. 

Because the fact that America 
has become the major supply the 
Democracies, subject attack 
from both within and without—from 
the fifth columnist, who lurks the 
shadows our own payroll and 
spins his web fire and sabotage 
and from the possible aerial attack 
upon our concentrated industries and 
massed population scores great 
cities. meet this challenge, Amer- 
ica now completing the formation 
comprehensive National Emerg- 
ency Fire Defense program. 


The United States, and fact 


Our Fire Defense Program 


HERE could more fitting 

time review the progress 
this program than during Fire Pre- 
vention Week this critical year, 
1941. 

Late 1940, the New York Fire 
Department chose three its key 
men and sent them plane Eng- 
land the time when that island em- 
pire was the throes intensified 
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ALFRED FLEMING 


Director Conservation National 
Board Fire Underwriters 


bombing attacks. Living under these 
actual conditions, they secured first- 
hand they observed the 
peoples resistance war fire, and 
they were able form concrete con- 
clusions most valuable the Ameri- 
can National Fire Defense program. 

fine spirit cooperation, Eng- 
land granted leave absence 
number her distinguished firemen 
that they might visit America and 
give the benefit their harrowing 
experiences and newly-learned les- 
sons. Thus, leading American De- 
fense authorities many our cities 
had the opportunity speaking face 
face one the men who, 
auxiliary fireman, went through the 
inferno Coventry 1940. Three 
members the London Fire Fight- 
ing forces made tour this coun- 
try lecturing their experiences and 
bringing home the general public 
awareness the perils they have 
been forced face. 

Already our National Fire De- 
fense, spurred these valuable first- 
hand reports, have been organized 
and active. one city, about 60,- 


000 are nearing the completion 


course training which will qualify 
them auxiliary firemen. These 
men have been trained the regular 
fire stations carefully picked of- 
ficers and men. Their course in- 
cludes not only lecture and demon- 
stration all important evolutions 
but also the practical handling the 
apparatus the various operations. 
Upon completing the course these 
men will assigned fully equipped 
auxiliary stations strategically situ- 


throughout the city and its sub- 


urbs. 


the same city over 8,000 engi- 
neers 
buildings, protected standpipe and 
sprinkler equipment, have been train- 


for the protection these proper- 


ties. Employe fire brigade units 
were formed and trained. Competent 
night watchmen have been chosen 
and new rules safety inaugurated. 
Thus these properties will have con- 
stant expert protection persons 
the premises, competently trained and 
emergency. 

scores our cities the Ameri- 
can Red Cross conducting classes 
First Aid instruction. one city 
over 2,000 firemen have taken this 
course and 369 these have quali- 
fied instructors. These men, 
turn, are training all officers and 
members the Fire Department, to- 
gether with probationers and mem- 
bers the Auxiliary force. 

Obviously would impossible 
into the details the program 
any given city. All are planned 
along similar lines but made fit the 
individual requirements location, 
topography and industrial necessity. 
Outstanding leadership this De- 
fense effort are New York, San 
Francisco, Boston, 
Cleveland, Chicago, Detroit, and 
many others. 

Numerous States, notably Massa- 
chusetts and Maryland, have wisely 
devised plans for functioning 
similar program throughout 
States where many important plants 
are located outside city protection. 
complete inventory all apparatus 
and supplies different States are 
made facilitate mutual aid between 
towns and cities and expediting 
Fire Force field maneuvers. ex- 
change this information between 
States have proved invaluable. 


Aided Engineers 


ANY spirited national 
companies and groups com- 
panies have responded the emerg- 
ency and are most active the Fire 
Defense plan. The National Board 
Fire Underwriters, for example, 
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has extended the United States 
Government the full time services 


its engineers, Advisory Bureaus 
National Board engineers have been 
set both the Army and the Navy 
Departments. The duties these 
Bureaus, supplemented additional 
National Board and 
are render all inclusive 
advisory service fire protection 
problems they arise, both the 
Army and Navy. This has involved 
working with the Government from 
the blue print the actual pro- 
duction National Defense projects 
thus insuring fire protection for Army 
Camps, and ordinance 

Industry has been quick 
operate. The leading plants the 
country, course, are organized and 
always ready for outbreaks fire 
even peace time. They have their 
own fire brigades, well trained and 
commandered usually qualified 
retired official regular city fire 
department. They also have the lat- 
danger points throughout their plants 
and special for hazardous 
processes and the Storage combus- 
tibules and volatiles. 

the present emergency 
large and small industries are co- 
operating They have in- 
stalled interior -fire protection, 
doubled watchman service, choosing 
carefully trained, able bodied alert 
men for this important responsibility, 
premises and required 
special credentials necessary for 
admission. Thus the small plant, 
manufacturing parts for the 
larger one, afforded almost equal 
protection. 


Interest Credit Men 


entire program Fire De- 

fense protection intense in- 
terest Credit Men, not only be- 
cause the present war emergency, 
but because its effect the future 
Protection the Nation. Records 
have been attained the last year 
Fire Prevention work which could 
never have been achieved peace 
Looking ahead the present 
unrest, confidentially believed 
that America wil] have the best Fire 
Protection its history. Our mer- 
cantile and industrial buildings will 
have improved mechanical protection 
and stricter rules governing hazard- 
processes. Over and above all, 
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Prevention Credit Protection.” This year 


article you turn page 10. 


Americans will fire-conscious due 
today’s emergency program and the 
widespread publicity attending 

This trend most 
far-sighted Credit Men; for the 
sturdy chain together 
America’s commercial will 
three links; Fire Protection, Fire 
Insurance and Credit. 

There great Satisfaction the 
thought that our country will hence- 
forth have national army trained 
emergency well-equipped 
and ready for the contingencies 
normal times—such floods, hurri- 
canes, conflagrations and civil com- 
motions—to mention only few. This 
fact itself would justify the pres- 
ent Defense program even the 
auxiliaries apparatus are 
never called upon. 


suggest that after reading this 


have had nothing say thus 
far about the most important essen- 
tial such national program. The 
Spirit which must animate all 
who may ever called upon with- 
that can never catalogued, analyzed 
even fittingly described. have 
shining example National Spirit 
the courage and vision the peo- 
ple England. The proverbs teach: 
there vision, the peo- 
ple perish.” More than two thou- 
sand years ago, King Solomon enun- 
ciated this Principle, which history, 
throughout the centuries, has freely 
The hope for the future 
our country keep men vis- 
ion and Spirit action, and may 
counted among them, proving our- 
selves worthy successors the foun- 
ders our country patriotic zeal 
and devotion, 
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FIRE PREVENTION Sth closely allied 
with N.A.C.M. traditi adopted the slogan: “Fire 


When 


What Happens Business After Fire? 


“DIES BATTLE 
SAVE FILES BUILDING 
BURNS.” 

building engineer who tried 
save his employer’s records burned 
death last night fire which 
destroyed six story building 
was found the floor the 
offices after the fire 
had been extinguished Drawers 
several desks were open, showing 
that had tried remove 
office records from the fire.” 

recent item metropolitan news- 
paper. Certainly, the engineer who 
risked, and lost, his life, must have 
considered the records tried save 
utmost importance. Undoubtedly 
his employers also valued these rec- 
ords. Yet you will notice from the 
account that these valuable documents 
were housed desk drawers. 

The loss human life this in- 
stance lends tragic emphasis the 
all too common custom leaving im- 
portant records the mercy fire. 
Every business man agrees that rec- 
ords are important; that they can 
vitally the establishment 
credit, making collections, proof 
loss insurance adjustments. Yet 
countless companies let Lady Luck 
act guardian their records 
against the hazard fire. 

Studies have shown that, when rec- 
ords are destroyed fire, some com- 
panies suffer reduction credit 
rating, accounts receivable shrink, 
some companies formerly able fur- 
nish financial statement can 
longer so, high percentage 
operations. 

There single central bureau 
study and report upon the effects 
record losses all fires, statis- 
tics this topic are not complete 
they could be. Record losses, per 
se, seldom make the news columns 
even the business press. This lack 
publicity unfortunate since 
tends lull many business men into 
false sense security. Because 


HAROLD PRESTON 
Special Writer 


there news the problem, they 
deny the existance the problem 
itself. 

additional factor conspires 
keep the business world poorly in- 
formed the topic. the reticence 
those who have experienced losses 
talk about the effects upon their 
enterprises. This not surprising, 
but tends slow the spread 
record protection technique. Imagine 
the chaos that would result all those 
who suffered fire endeavored 
keep their losses secret the belief 
that fire losses indicated careless man- 
agement 


Questions Asked 


effort determine the effects 
destroyed records upon the 
businesses concerned, mailed the fol- 
lowing questionnaire nation-wide 
group companies which had ex- 
perienced fires the last twelve 
months. The median reported loss 
was $40,000; the average loss 
$82,000. 
Were your records and files af- 


Did the loss these records 
any way affect your resuming 
carrying your business activi- 


What, any, kind protection 
did your records have? (Fire re- 
sistant files, safe, vault, 


eevee 


The replies this questionnaire 
plus correspondence with known in- 
stances record loss comprise the 
basis the following experiences. 

Among those answering was the 
Steel Tank Pipe Company, Port- 
land, Oregon, which suffered $150,- 


000 loss early this year when their 


shop burned. essential records 
were destroyed because the office, 500 


feet away from the shop, was not 
damaged. While most essential rec- 
ords are kept the safe, the com- 
pany writes “all records not well pro- 
tected. need vault. office had 
been destroyed settlement fire 
loss would have been very difficult.” 

The Motor Sales Company, Johns- 
town, Pa., lost all their records 
back 1940, except their ledger, 
fire which “only half the build- 
ing burned. The old records were 
that part.” Current records escaped 
injury. “fire wall and fireproof 
glass windows” protected the rec- 
ords the Silver Fleet Motor Ex- 
press, Chicago, when, this Spring, 
“everything else burned the 
ground.” 

Less fortunate was McMahan’s 
Furniture, Fullerton, California. Mr. 
Russell Black, Manager, writes 
“Our store burned September, 1940, 
and those records not put the safe 
were affected various degrees 
the fire. Many paid invoices were 
destroyed, but this was not dis- 
tressful the unpaid invoices that 
were completely destroyed and the 
receipt book showing payments taken 
from our customers the day before 
the fire. had contact mail 
all our sources supply and ask 
for duplicate invoices any outstand- 
ing accounts, which took great deal 
time but was necessary before any 
adjustment could made. Our 
actual books, ledgers and accounts, 
were all good shape they had 
been put the safe. had re- 
place many records, such duplicat- 
ing the card filing system that was 
burned, etc., all which took extra 
help and lots time.” 

“There perhaps need say 
now that are ever mindful our 
records and see everything 

Thirty-five files waybills were 
destroyed fire the office the 
United Trucking and Forwarding 


als 
fir 
tic 
tit 
Any essential records destroyed. 
so, which records?.......... 
you now protect your rec- 


Company St. Louis. However, Mr. 
Ad. Schaefer, Jr., General Manager, 
writes that “the accumulation 
way bills which were lost our fire 
have not, date, cost anything. 
were fortunate having our cur- 
rent records fireproof metal cab- 
inets, and result, these records 
which were lost were not current 
enough any damage.” 

our accounting records were 
also fire proof cabinets and, there- 
fore, were most fortunate not 
suffering any loss financially, through 
the destruction these old records.” 

Less fortunate was Mr. Clay, 
owner The Coeburn Grocery Com- 
pany, Coeburn, Virginia. Last Fall, 
fire destroyed this wholesale grocery 
house, one the largest its sec- 
tion. Records, well 
and merchandise were destroyed. Mr. 
Clay did not resume operations. 
hope you can use example pre- 
vent others from making the same 
mistake. had only protected 
Mr. Clay told investigator the 
time the fire. Obviously, this 
instance, there were records for 


proof loss for insurance adjust- 


Camden Case 


may recall the $2,000,000 
holocaus The Hollings- 
head Paint Company, Camden, J., 
last year. This spectacular blaze com- 
pletely destroyed several plants. 
valuable personnel file, built over 
many years, was destroyed. Impor- 
tant formulas were also destroyed, but 
the company had rented safe de- 
posit vault and stored duplicate 
formulas therein. difficult 
place money value personnel 
record, but its loss serious, the 
Muskegon Railway and Navigation 
Company can testify. 
This company, branch belt-line 


the Grand Trunk-Western Railroad 


Company, lost the personal histories 
all employees fire which de- 
stroyed the company’s offices. Some 
can replaced, but the cost will 
high. 

Accounts receivable, claim papers, 
correspondence with junctions were 
completely destroyed. one knew 
where freight cars should sent 
what charges should made for the 
line’s facilities. Some freight cars 
were held the yard for forty-eight 
hours because this lack records. 

Owners the Parcel Delivery 


Company, Atlanta, Ga., cannot esti- 
mate the total loss occasioned the 
fire which destroyed all the com- 
pany’s records. Parcels ready for 
delivery were destroyed. Delivery 
tickets these parcels, representing 
payments merchandise, vanished 
the flames. There was record 
what merchandise had been deliv- 
ered and paid for; delivered but not 
paid for; undelivered. These deliv- 
ery tickets represented substantial 
cash loss. 

That conditions were chaotic hard- 
needs emphasized. Records 
are the life blood railroads and de- 
livery companies. Lack written 
instructions creates confusion thrice 
eompounded. Not even the most ex- 
pert accountant can translate these 
things into precise dollars and cents. 

When you have spent seventeen 
years building combined cus- 
tomer history and prospect list, how 
much worth? like asking 
the value you put seventeen years 
your life. The Wayne Sign and 
Advertising Company, Atlanta, Ga., 
lost such list through fire. can- 
not replaced. 

Last September, the Cartwright 
Building, Terrell, Texas, was reduced 
ruins Terrell’s worst blaze 
sixty years. All records the 
farm-to-market-road project 
were destroyed. “All records are 
duplicated the state and Washing- 
ton offices,” the administrator told the 
Terrell Tribune reporter. 
headache run them down, but 
are fortunate being able it.” 
Less fortunate was the assistant 
county attorney who lost his valuable 
law library and many case briefs and 
records which could not replaced. 
All records the Tri-County Agri- 
cultural and Livestock Show were 
lost. 

The officials the Cheshire Acad- 
emy, Cheshire, Conn., stated that they 
experienced difficulties resuming 
operations when fire destroyed all 
correspondence with parents, bills 
payable and school operating records. 

unestimated loss occurred when 
the Spencer Jewelry Company, Day- 
ton, Ohio, was the victim Satur- 
day afternoon fire. The store was 
crowded with “payday” customers. 
Accounting records were spread out 
take care the many time pay- 
ments. Some one tossed away 
cigarette—and the shop was aflame. 

the ensuing confusion, some one 
closed the safe. But was impossible 


gather all ledger cards, collec- 


tion records, mortgage contracts 


tables and counters. Many were de- 
stroyed. Others were badly water 
soaked. Very little could salvaged 
rebuild the accounting records. 
This was daytime fire. indi- 
cated the need for record protection 
point use. The Carroll Furni- 
ture Company, Atlanta, Ga., had 
similar, but less serious, experience. 
office fire during the working day 
endangered the accounts receivable 
ledger cards. 


Through not paying strict attention 
the record warranty clause their 
insurance policy, the Schott Drug 
Company lost $18,000. 

Original invoices, charge tickets 
recording credit sales were destroyed 
fire. These records had been kept 
ordinary files. Journalized sum- 
maries these records, housed 
safe, were rescued. There was 
inventory hand taken the as- 
sured within the preceding year. 


The “Fire Safe” Clause 


Supreme Court Texas sus- 

tained the contention the in- 
surers that the terms the record 
warranty clause required the insured 
not only make and prepare books 
but keep them some secure place 
the manner stipulated, the end 
that the assured able deliver 
them the insurers the event 
loss damage insured against. 


The making and preparation the 
books the assured was com- 
pliance with the terms the record 
warranty clause but assured failed 
comply with the further requirement 
that preserve and produce for ex- 
amination such books presented 
complete record the property. 


Irrespective the amount loss 
involved, one fact stands out. 
companies who have experienced rec- 
ord losses through fire take protec- 
tive steps prevent repetition 
the occurrence. The value records 
never fully appreciated until lost. 

Many companies, depending upon 
the idea fireproof building, be- 
lieve that their records are protected. 
Yet there hardly office which 
there not enough combustible ma- 
terial build serious blaze. 


take needless risks with vital 
records unwise. best, you are 
inviting serious annoyance and incon- 
venience. worst, you are courting 
disaster. 
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This Year Fire Prevention Takes New Significance 


steel and copper acute enough 
leave nothing for non-defense in- 
dustries— 

With shortages all other metals, 
rubber, cork, wool, hemp, mica—even 
electric power—already severe enough 
not only hamper the output civil- 
ian goods but actually keep war- 
plane production away behind sched- 
ule— 

With transportation difficulties in- 
creasing and with building supplies 
and labor premium the rising 
tide defense plant expansion— 

With all these thorny problems 
hand, Fire Prevention Week carries 
unusual significance this year for 
every thinking business man. 

Translate these shortages 
terms rebuilding plant destroyed 
fire and you’ve got the makings 
lot nightmares. Take those fire 
insurance policies yours out into 
the trade and see how much 
get you the way structural steel, 
heating equipment, machinery, raw 
materials—all things for which the 
biggest buyers the land are obedi- 
ently standing line. For isn’t 
until the businessman discovers all 
the things can’t buy for cash today 
that really realizes how improvi- 
dent would burn out now. 


consequence, this particular 
Fire Prevention Week not just 
another week, but ideal time put 
some teeth into the resolve not have 
crippling fire. And this year that 
resolve must extended cover the 
threat war-time risks well 
normal, peace-time hazards. the 
first step can well exhaustive 
inspection the entire plant insur- 
ance experts local fire department 
officials with toward eliminat- 
ing existing hazards which will make 
any outbreak, whether malicious 
accidental, serious matter. 
Naturally, the first thought many 
minds now sabotage—and the only 
antidote that menace relentless 
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vigilance which can properly begin 
with minute scrutiny the back- 
ground and connections every em- 
ployee. worth noting that one 
plant where alert foreman dis- 
covered that the electric wires were 
crossed five different places, the 
treachery was traced the plant elec- 


School Days! 


chapters the National 
Institute Credit—the educa- 
tional arm the NACM— 
2000 credit executives are now 


beginning further study 


credit and business subjects. 


your firm’s personnel 


represented 


trician who had been the payroll 
for seven years! 

This vigilance must extend all 
around the clock. Competent, day- 
time guards must keep close tabs 
incoming supplies (there’s better 
place for bomb than load 
coal!), visitors and intruders 
that unauthorized persons can kept 
out. recent survey one de- 
fense plant the FBI, tramp was 
found who had been blandly sleeping 
the property for ten days without 
anybody’s knowledge. Electric eye 
installations which 
round plant with beams invisible 
light are now being used detect the 
presence intruders whether they 
harmless tramps—or saboteurs. 

Above all, night watchmen, upon 
whom the welfare the average plant 
depends 68% the time, must re- 
moved from their dangerous isolation 


some form central station super- 


vision that attack them 


unnoticed. Watchmen should also 
supported easily accessible 
emergency devices such fire alarm 
boxes and police call stations. 


and night, too, there must 

constant surveillance all pro- 
tection equipment fire extinguishers 
hose lines automatic sprinklers light, 
power and water supplies. For the 
initial move any competent sabo- 
teur invariably cripple the inside 
protection. 

Next sabotage comes newer 
concern about the possibility in- 
cendiary fires from air raids. The 
imminence this threat still moot 
question. But there fairly gen- 
eral agreement that while can 
hardly subjected the punishment 
meted out British industrial cities 
because the distance involved, our 
seaboard communities are still fair 
game for “nuisance bombings” 
which even handful planes can 
start numerous outbreaks. 

With this mind, there are three 
points can profitably take from the 
British book experience: 


Private fire brigades composed 
certain picked employees plant 
have proved indispensable controll- 
ing air-raid fires. 

serious fire from incendiary 
bombs has been reported any 
sprinklered factory England. 

The bad fires during air raids 
have invariably occurred occupan- 
cies which would have been “quick 
burners” regardless the origin 
the blaze. 

the first point, American in- 
dustry already well aware the 
virtues the well-trained, plant fire 
brigade. One big steel producer, for 
example, used average more than 
2,000 outbreaks year their exten- 
sive properties that number was cut 
half one year the organization 
private brigade, and now never 
exceeds fifty outbreaks annually. 


WwW 


limited large fac- 

tories, the plant brigade now 
spreading rapidly defense meas- 
ure. Many city departments, notably 
Cleveland and Seattle, are devoting 
much time the organization these 
units factories and large stores. 
Only two months ago vital defense 
establishment Seattle was saved 
one these newly organized crews 
when the municipal department’s ap- 
paratus was hopelessly snarled 
traffic bottleneck leading the plant 
very grave hazard, incidentally, 
around most our rapidly expand- 
ing industrial areas. 

the second point, American in- 
dustry likewise well aware the 
virtues the automatic sprinkler 
its amazing performance record 
more than thirty years. There 
fire defense effective one which 
can actuated the incipient fire 
itself long that system opera- 
tive. And, especially view the 
threat sabotage addition the 
ever-present threat neglect, the sur- 
est way keep sprinkler system 
operative through outside super- 
vision. Toa plant engineer, mat- 
ter sprinkler 
supervision just one many 
chores: outside central station, 
their bread and butter. 


The third point British experi- 
ence has been approached the ex- 
haustive (and expert!) inspection 
hazards already recommended. Such 
survey would emphasize the dangers 
such common faults excessive 
areas unbroken fire walls and ver- 
tical arteries unprotected fire-stops, 
both which are the major reasons 
why many little fires—and they’re 
all small when they start out 
control with such furious rapidity. 

Competent inspection will also point 
out the hazards excessive concen- 
trations values the storage 
finished goods raw materials—a 
particularly grievous error now 
evidenced the recent loss over 
million dollars’ worth cork one 
fire. This loss, which now prac- 
tically irreplaceable, was due primarily 
concentrated storage. 


NOTHER vital consideration 

the adequate protection basic 
models, patterns, molds, drawings, 
etc. few months ago busy plant 
was crippled comparatively small 
fire comparatively small building. 
That building was important, how- 
ever, because was the storage area 
for approximately $1,000,000 worth 
wooden patterns. But since was 
frame structure venerable vintage 


filled with prime fuel, the outbreak 
which started there accidentally swept 
through rapidly that both 
ing and contents were total loss 
matter ten fifteen minutes. 

breaker under any circumstances— 
under today’s disjointed conditions 
supply and demand, catastro- 
phe which defies the alleviation 
any insurance policy ever conceived. 

Even normal times es- 
tablished fact that 43% the busi- 
ness establishments that burn out 
never resume business—not because 
their physical assets weren’t covered 
insurance but, rather, because 
countless intangible liabilities which 
were never considered until the crisis 
came. Today those “intangibles” are 
infinitely more formidable. And chief 
among them are the acute problems 
obtaining replacements machinery, 
equipment and raw materials the 
face staggering priority lists. 

This year, above all years, finds 
Fire Prevention Week ideal time 
resolve not have fire—and 
back that resolve taking all the 
known preventive measures. 

For this year, above all years, will 
see appalling proportion indus- 
trial fire victims permanently 
the rocks. 


National Defense Makes Fire Prevention Doubly Important This Year. 
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Time 


Speed Handling Credits Essential Today 


when joined our company was 

man the Credit Department 

seated desk piled high with 
orders. With almost mechanical ra- 
pidity, was stamping orders “Ap- 
proved.” But, despite his best ef- 
forts, couldn’t keep with the 
avalanche orders which poured 
his desk from all sides. The poor 
fellow was fighting against being 
buried beneath orders. 

Obviously, something was wrong 
with this picture. Here was bottle- 
neck that slowed down the business 
filling orders. Here, too, was 
credit executive using all his time 
checking orders when should have 
been checking credits. 

Today this condition happily re- 
mote. foreign our office 
the standing bookkeeper’s desk, the 
green eye shade and steel pen the 
staid nineties. Order checking has 
been granted absolute divorce from 
credit checking. 

Johns-Manville customers are serv- 
six different sales departments, 
operating through seventy District 
and Sales Offices. While might 
possible break down our credit de- 
partment industry basis, this 
not practical nor economical. 


the first things saw 


Have Seven Regional Credit 
Offices 


depend upon great deal 

personal contact our work. 
Travelling costly. handled 
our credit industry basis, 
might have two, more, credit ex- 
ecutives the same town the same 
time calling wholly different cus- 
tomers. The wastefulness such 
procedure self evident. 

have, therefore, established Re- 
gional Credit offices Cleveland, San 
Francisco, New Orleans, Chicago, 
Toronto, Canada and New York. 
Each office charge Regional 
Credit Manager, with Credit Super- 
visors covering specific geograph- 
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General Credit Manager, Johns- 
Manville Corporation 


ical area. Despite overlapping sales 
districts, maintain this arbitrary 
geographical credit division. 

Orders are received our District 
Sales Offices. Most goods are shipped 
from our factories since little 
warehousing. Our aim render 
fast service deliveries. Hence, 
want orders through with 
little handling possible. After 
customer originally checked and his 
credit established, the credit man does 
not have see any order unless there 
are past due items the customer’s 
account. 

not set Credit Limits our 
accounts. abolished limits some 
ago. Now establish Credit 
Guide. the same thing, but there 
big pyschological difference. 

Formerly, when salesmen knew the 
Credit Limit had been reached they 
argued “what’s the use calling 
and so, he’s reached his limit.” 
Actually, the customer might worth 
great deal more credit. Now 
don’t even tell the salesman what the 
credit limit is. tell him, “sell all 
you can and let the checking.” 


CREDIT GUIDE assigned 


each account. The District Office 
sets this guide the 
record sheet. All orders originating 
with the District Office are automatic- 
ally placed with the factory concerned 
unless the account shows stop sig- 
nal. 

copy each order comes the 
Credit Department. This goes the 
bookkeeper who checks and notes 
within the Credit Guide. so, 
and there are past due items, the 
bookkeeper tears this copy and dis- 
cards it. The order shipped with- 
out more ado. 

If, however, the order exceeds the 
Credit Guide there are any past 
due items, the copy sent the 
Credit Man who decides what action 
will take the matter. Thus, our 
Credit Men deal with the exception 
rather than waste their time approv- 
ing orders about which there 
question. 

Our Credit Guides are revised an- 
nually—more frequently necessary. 
establishing Guide, use Dun 
Bradstreet reports, Credit Inter- 
change Bureaus and Trade Groups 
the National Association Credit 
Men. Large accounts furnish with 
current balance sheet and operat- 


CREDIT CONTROL SHEET 


ORDER No. AMOUNT 


Form used list amount credit used customer. 


October, 1941 
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CREDIT FOLDER 


Proprietor(s) 
Street City County State 
Office 

Subsidiary (or) Service 

Affiliated with Unit 

Account 

Warehouse 
Address 
Amount 

CREDIT Single Order Advice 


FORM X-.203 
PRINTED Inu 


Information listed outside face credit folders opened for each customer. 


ing statement. 

place greater dependence 
operating statement than balance 
sheet. The particular period which 
balance sheet drawn may distort 
the true picture the business since 
the relationship its component parts 
may temporary. 


How Control Sheet Works 


weeks before shipment 
can made. certain accounts 
this necessitates Control. insert 
Credit Control Sheet the ledger 
before the regular ledger page. All 
orders are entered the Control. 
This gives record what has 
been shipped, well outstanding 
orders and enables keep within 
the Credit Guide. Today, when 
normal $1,000 month customer may 
suddenly place two $5,000 orders 
single week, such control record 
indispensable. 
return the matter operat- 
ing statements. our aim offer 
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real service Johns-Manville deal- 
ers. financial consultants, fre- 
quently see things operating 
statement which dealer has over- 
looked because too close his 
own business. many cases, 
have been able rehabilitate busi- 
nesses that were the down grade. 
long way servicing our 
dealers. 

Not only will analyze his opera- 
tions, but have created uniform 
accounting system give the dealer 
better management control. The 
Building Material dealer today 
started lumberman. During the 
last ten years has evolved into 
sort department store for the home. 
Lumber less dominant factor 
his business. Fifteen years ago, lum- 
ber accounted for around per cent 
his volume. Today less than 
per cent. Old accounting methods 
are inadequate for proper control. 
all-over Sales Account and In- 

ventory Account may show 
things are wrong. Overhead may 


13 


around percent, which average 
for the industry. Yet average gross 
profit may only percent—which 
below average. Any dealer knows 
there something wrong but, like 
King Gama, “he can’t tell why.” 

enable the dealer break his 
figures down departmental units 
—paints, lumber, millwork, etc. 
Moreover, can secure monthly 
operating statement which shows him 
trends, enables him correct faults, 
budget for the coming three 
months. 

Yearly operating statements are 
like the mythical Wahoo Bird 
Texas. always flies backward be- 
cause doesn’t care where 
going, but only where has been. 
Monthly operating statements are 
chart for future action. 

Since credit and collections can 
never divorced, assist our deal- 
ers collecting their own accounts. 
supply them, gratis, with series 
tested collection letters. These 
are simple, but practical. No. which 
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FINANCIAL STATEMENT ANALYSIS 


ADDRESS. 
QUICK ASSETS TO CURRENT LIABILITIES 
NET WORTH TO TOTAL DEBT 
YEAR % i 1% 2 2h 3 3% 4 4% s 5% 6 
ANNUAL SALES TO TOTAL RECEIVABLES 
YEAR 2 3 8 410 12 33 


ANNUAL SALES TO INVENTORY 


YEAR 2 3 4 s 6 


7 10 11 2 13 


Inside credit folder. 


important accounts, five-year record kept 


four vital credit factors. 


follows, has cleaned every account 
over days for some the dealers 
who use it. 
human. 
Though try very hard avoid 
them, errors occasionally occur. 
Perhaps now there’s 
somewhere our records, which show 
your (month) account the amount 
past due. Will you 
check into it, please, see are 
correct, and advise any dif- 
ference? 
our account correct, however, 
may have your remittance? 


Collecting 25,000 Accounts 


have approximately 25,000 ac- 

tive accounts. Our terms are 

10th month following bill- 
ing, then net the 30th. Formerly, 
went through our ledgers the 
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7th each month and picked 
everything that had matured. 

Tests proved that, changing 
the 17th the month, cut the 
quantity our first reminders ex- 
actly half. The 10th payment 
day for many businesses. These com- 
panies paid whether reminded 
them the 7th not. After our 
first reminder overdue item, 
use processed form letter within 
days. Thereafter, collection depends 
upon individual follow-up the 
Credit Man. 

Because our Home Insulation 
sales, have retail credit problem. 
have found the printed form 
shown most productive first re- 
minder overdue payment. While 


calling attention the amount, 
builds good will and gets the 

Laxity collections is, opin- 
ion, one the chief causes loss 
credit operations. Reasonable safe- 
guards are necessary opening 
account. But advance precautions are 
little importance unless you know 
how collect when necessary—and 
it. 


Yard-Stick Efficiency 


Bad debts are’ 


high credit losses. 
measured against total business trans- 
acted and percentage loss 
reached. This not the way 
judge the effectiveness credit de- 
partment. should 
gauged against total business offered, 
amount approved, amount declined, 
percentage loss amount ap- 
proved. 

Low losses, themselves, may in- 
dicate too much business turned down 
too tight policy. High losses may 
caused the reverse situation. 
Efficient credit operation shows 
small percentage refusals plus 
reasonable ratio bad debts. This 
the standard which aim. 
find the following report helps 
measure our performance and gives 
the management good picture 
what are accomplishing. 


Credit Union (Where orders 
originate) 
Total Sales 
Orders Declined 
Suspended Accounts 
Charged Bad Debts 


have mentioned our frequent per- 
sonal contacts with customers. may 
say that our salesman like have 
call customers. The salesmen re- 
gard their friends. They know, 
from actual experience, that have 
their customers’ interests heart. 
They are familiar with our efforts 
aiding worthy dealers who may 
facing difficult conditions. Both de- 
partments co-operate whole heartedly 
because both want bigger volume 
sound business. 


Jungle Explorer 


HARDLY need tell the Credit fra- 

ternity that priorities, the OPACS 
and the almost daily rulings Bur- 
eaus and Commissions create com- 
plicated situation which makes Dick- 
en’s Circumlocution Office seem child- 
ishly simple. (Con’t 37) 
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Dealer Will 


Employes Organization Finances Instalment Sales 


sale credit manager recognizes 

the importance building and 

maintaining good-will relations 
with dealers and wholesale distribu- 
tors. And realizes, too, that this 
can largely achieved through the 
systematic cooperation the entire 
employe organization, 
workers salesmen, from warehouse 
employes top executives. 

The inestimable value person- 
nel program relates particularly 
dealer service well illustrated 
the experience this company, which 
has engaged the wholesale hard- 
ware business since the early 70s. 
one the few exclusive hardware 
concerns The Inter-Mountain Em- 
pire. Underlying its record suc- 
cessful operations good years and 
bad has been strong dealer protec- 
tive policy, which has been made pos- 
sible large extent cooperation 
our salesmen and other employes. 

probably true that our em- 
ployes come more direct and in- 
timate contact with dealers, and with 
manufacturers whose products 
distribute, than most wholesale 
establishments. Some them own 
stock some the companies whose 
products sell, thereby associating 
closely their distribution efforts. 
Another notable feature the per- 
sonnel program that our employes 
pool their savings, and considerable 
portion the fund employed 
finance dealers who buy these prod- 
ucts for resale their retail stores. 


Now more than ever the whole- 


Unique Organization 


Strevell-Paterson Employes 
Company probably the only 
one its kind industry, and 
such represents distinct innovation 
management, with results that have 
been far-reaching, both the build- 
ing loyal and efficient working 
force and furthering good-will re- 
lations with manufacturers and deal- 
ers. Started 1930, with nominal 
investment only $500, has grown 
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Vice President, Strevell Paterson 
Hardware Company, Salt Lake 
City, Utah; Former Vice-Pres- 
ident, National Association 
Credit Men 


into $120,000 corporation. far 
the largest share the capital stock 
employes, who participate actively 
its management. The employes them- 


MAY 1930 


ORIGINAL. INCORPORATORS 
APRIL. 25, 1930 

‘PRESIDENT 

Vice-PRESIDENT 

SEC .AND TREAS, 
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selves pass investments stocks, 
bonds, property loans, loans 
dealers and its other manifold finan- 
cing activities. And they earn reg- 
ular dividends. 

Though some the stock owned 
officers Strevell-Paterson Hard- 
ware Company, who therefore partic- 
ipate management the employes 
company, its controlling interest 
held the employes themselves. 
their own business. should 
stated, course, that the Strevell- 
Paterson Employes Co. separate 
corporate unit, having financial 


and legal connection with the hard- 
ware firm. 

The employes company was incor- 
porated April 25, 1930, with au- 
thorized capital stock $2500 sub- 
scribed seven employes and 
officers the hardware company. 
The authorized capital stock has since 
grown $100,000.00 subscribed 
ninety individuals, all whom are 
connected with the Strevell-Paterson 
Hardware Company. Salesmen, ware- 
house employes and office workers 
hold stock various amounts, pur- 
chased with their savings. One sales- 
man owns stock with book value 
$7000. mechanic owns 500 shares, 
and another employe owns few 
100 shares, which the lowest hold- 
ing. 


“Close-Corporation” 


stock can held outsiders. 
the event stockholder leaves 
the employ Strevell Paterson 
Hardware Company, his stock passes 
the employes company, which has 
the option purchasing book 
value. The employe who purchases 
stock instalment payments receives 
full protection the event be- 
comes delinquent. There pro- 
vision that delinquent three 
monthly instalments, the company has 
the option canceling his subscrip- 
tion, withholding only percent 
the amount actually paid in, com- 
pensate any loss thereby sustained. 
Stock ownership determines voting 
power. The employe who owns many 
shares stock has more say about 
the management the company than 
the employe whose holding smaller. 
Officers are drawn from the em- 
ployes, who are fairly represented 
the board directors. Only three 
the seven directors can officers 
the Strevell-Paterson Hardware 
Company. the remaining four 
two must office employes, one 
warehouse employe, the other sales- 
man. 


Present composition the board 


October, 


4 
4 
W. B. MARTIN i 
2 LOTTIE DE VAUGHN 
we 


directors gives some idea how 
the various departments are repre- 
sented. The four employe members 
includes Martin, merchandise 
manager; Jackson, warehouse 
foreman; Lottie DeVaughn, statisti- 
cal clerk, all whom were the orig- 
inal incorporators and subscribers 
capital stock. more recent addi- 
tion the membership Scott, 
city salesman. Management repre- 
sentatives the board are 
Rogers, president the wholesale 
hardware firm, Walden, its vice- 
president, and Wheeler, credit 
man. 

Officers and stockholders the em- 


ployes company contribute their time 
and effort its management, being 
allowed only essential expenses, which 
are very nominal considering the vol- 
ume transactions. The employes 
through their elected officers and com- 
mittees pass loans and other in- 
vestments. They conduct business 
operations like any other corporation. 


Has Wide Field 


NCORPORATED under the laws 
the State Utah, for period 
fifty years, the employes company 
variety business enterprises any- 
where the United States and its 


FINANCIAL STATEMENT 
STREVELL-PATERSON EMPLOYES’ COMPANY 
July 31, 1941 


ASSETS 
Investments Cost 
$10,511.15 
Valuation Securities 
(To Market Value 12/31/40) ............... 638.75 
11,149.90 
Government Securities 
Other Investments 
Salt Lake City Special Tax Interim Warrant 234.52 
4,164.34 
Notes Receivable, Secured Capital Stock .............. 5,269.01 
Notes Receivable, Unsecured Loans ...................... 1,292.38 
Expense Accounts 
State Federal Taxes (Revenue Stamps) ..... 74.21 
241.58 
$129,670.61 
LIABILITIES 
Reserve for Uncollectible Accounts ...................... 2,714.51 
Reserve Contracts Discounted ......................... 8,823.39 
NET WORTH 
Authorized Capital Stock ............ $100,000.00 
Less Unissued Capital Stock .......... 27,485.00 
Capital Stock Outstanding ..................... $72,515.00 
Surplus and Undivided $8,222.79 
Less Dividend No. .......... 1.6 
Less Dividend No. .......... 725.19 
$129,670.61 


WALDEN, Treasurer 
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dependencies. The nature this 
business activity summarized 
the Articles Incorporation and 
Laws: 

“To borrow and lend money with 
without security, and purchase, 
hold, sell and otherwise acquire, deal 
and dispose stocks, bonds, mort- 
gages, debentures, promissory notes, 
bills exchange, securities and obli- 
gations every kind and nature, in- 
cluding the capital stock, bonds and 
securities this corporation. 

“To carry general 
and brokerage business.” 

The extensive operations, consist- 
ing stock investments, government 
securities, loans, contracts receivable, 
mortgages real estate, and loans, 
are well indicated the current state- 
ment the Strevell-Paterson Em- 
ployes Company, shown the ac- 
companying box. 

Among the assets the company, 
already mentioned, are blocks 
stock several large manufacturing 
firms. These include manufacturer 
floor linoleum, another radios, 
whose products are distributed the 
wholesale firm. The company has 


also purchased stock two local 


banks, and local oil refining com- 
pany, all are gilt edge investments 
paying good dividends. The com- 
pany has also invested considerable 
sum United States Savings Bonds. 
Among other sound investments 
estate, and loan large local 
motor supply company, both which 
have been properly secured and pay 
good returns. 


Dealer Financing Largest Item 


far the largest investment item 
appears the “Contracts Re- 
portion the financial 
statement. This refers dealer fi- 
nancing, well the financing 
automobile and home appliance pur- 
chases made many our em- 
chases automobile washing ma- 
chine, usually arranges finance 
the contract with the employes com- 
pany. This very desirable ar- 
rangement since pays nominal 
interest charge, and furthermore 
shares the profit the transaction 
through dividends the company. 
Employes also borrow various sums 
meet necessary expenses for travel, 
help pay the cost sickness, for 
Christmas shopping, (Con’t 44) 
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the Life Span the 


Unknown Factor Every Credit 


knowns every credit accom- 

modation, the first and most im- 

portant the creditor the con- 
tinuing management the men 
group men whose abilities furnish 
the human collateral. 

underwriting credit risk the 
banker, factor credit department 
can draw algebraic formula ex- 
pressing the hazards material sup- 
ply, marketing conditions and 
distribution and collection. This 
never written out problem, but 
the mind the credit manager 
each new situation compared with 
norm set averaging experi- 
ence with similar risks. Wherever 
comparison data available, there 
small chance for error evaluating 
the extent risk each aspect 
credit. 

comparison, however, can 
the credit man establish what risk 
loss faces reason death the 
entrepreneur one his managers. 
For this information has turn 
the life insurance actuarial studies 
which show that every ten men 
starting business career when they 
are 20, three will have died before 
they reach 60—during the active 
years their business life. the 
end another years only will 
alive. 


there are various un- 


life insurance can more 
than that for the credit man—it 
can insure the life the credit risk 
for amount sufficient give ade- 
quate protection against loss which 
might result his death. 
The creditor relieved concern 
with the first and greatest unknown 
and the debtor likewise undertakes 
his business rounds free one his 
great cares. 
matter what the business 
how large may be, each passing 
year increases the chance that death 
may strike management. Younger 
executives must: been trained 
and held ready assume the impor- 


HOLGAR JOHNSON 


President, Institute 
Life Insurance 


tant tasks. But there lost motion 
this replacement which can in- 
demnified the judicious use key 
man life 

Few business establishments are 
able maintain complete staff 
replacements. For one thing, young 
executives simply are not content 
remain indefinitely 
positions, waiting years for the day 
when they can step the top. When 
business volume the increase, 
competitors may siphon off the best 


Life Insurance one important 
factors credits 


replacement talent, leaving the firm 
vulnerable position the event 
key man lost death other 
cause. 


Double Edged Protection 


IFE insurance amount 
cient offset measurable por- 
tion possible loss particularly 
valuable because has double effect. 
Apart from indemnifying the firm for 
direct loss the executive’s services, 
news collection sizable amount 


from insurance company percolates 
rapidly through 

The good effect the information 
reassuring suppliers well 
clients and buyers can valued 
many times the actual amount the 
indemnity. This may because each 
creditor sees the full amount the 
settlement backing for his own 
position. 

Life insurance protection frequent- 
required banks and credit de- 
partments collateral safeguard 
some particular credit extension. This 
tributor, manufacturer, material 
equipment supplier credit line 
bank factor. some in- 
stances the creditor the banker 
simply reassures himself determin- 
ing that the extra protection avail- 
able, that the funds will unen- 
cumbered and the premiums paid. 
Under other conditions policy may 
required specific protection 
available primarily for the credit 
transaction. 

This form most frequent use 
connection with the smaller build- 
ing and equipment mortgages, such 
loans homes, farm buildings, small 
plants, stores and the like, and has 
come general attention the pub- 


lic its widespread employment 


backing for small personal indus- 
trial loans. this field not dif- 
ficult understand the value in- 
surance because the absence 
complicating background. When 
borrower dies, the unpaid portion 
his debt settled the insurance 
company. Some retailers insure bal- 
ances installment accounts. 


When the Three “C’s” Fail 


HESE are loans backed entirely 

human collateral—the char- 
acter, confidence and capacity pay 
the debtor and his co-signers. 
The chief unknown factor the life 
span the borrower which can 
underwritten life insurance. The 
widespread use insurance this 
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conclusive proof the value the 
protection. 

more complicated commercial 
situations insurance may ap- 
plied just effectively removing 
hazards which cannot otherwise 
overcome. important recog- 
nize that banking and other commer- 
cial accommodations are frequently 
inadequately backed 
other than the intangibles which re- 
side the individual and which die 
with him. 

man’s word may good 
his bond long alive, after 


check the loan application had not 
disclosed the deficiency because was 
company: 
the life its 
ager for $25,000. 

This amount was well above the 
peak credit accommodations the 
past and presumably would have been 
adequate under the contemplated ex- 
pansion. The committee’s re-check 
uncovered the fact that success the 
business largely rested one man, 
not the insured owner-manager. This 
employee was the man who designed 
most the novelties—many them 
for specialized markets—and directed 


Fire May Bring Complete Loss but What the Death 
Key-Man Your Customer’s Business? 


that becomes unsecured and per- 
haps unprovable claim against his 
estate. After his death his creditors 
will protected only written 
instrument insurance policy 
which guarantees payment the ob- 
ligation. 

the point approving loan 
finance expansion business the 
Nadir Paper Novelty Co., the loan 
committee the bank which had been 
its depositary for years, set the ap- 
plication aside for new inquiry into 
the human collateral. 

Routine information was good 
order. The bank was position 
know that the business had been quite 
profitable recent years. Obliga- 
tions had been met time; good 
share profits had been ploughed 
back into the business and relations 
with suppliers and outlets had been 
highly satisfactory. 


Who Was the Key Man? 


was good rate 

and the plant’s efficiency would 
gram outlined the loan application. 
every direction save one, the pic- 
ture was without flaw. Preliminary 


sales, being himself responsible for 
the sale about half the yearly 
volume. 

The bank took the position that the 
death this man would more than 
undermine year’s profits—that 
might, fact, force liquidation the 
business. The company risked great- 
loss through his death than 
death its manager. Maximum loss 
through forced sale materials and 
equipment and closing out leases 
and contracts was estimated $75,- 
000 and this protection the loan 
was granted. 


Wanamaker’s Case 


OST notable testimony the 
value insurance establish- 
ing credit found the statement 
John Wanamaker made some time 
before his death that “20 years ago, 
had capital about half million 
dollars. then realized that man 
with half million capital and 
million and half insurance his 
life would have better credit than 
man with half million capital and 
insurance—so took insurance: 
find that, trading the 
credit created, made more profit 


than the money which went into 
insurance had gone directly into 


well known because the important 
persons companies involved make 
them newsworthy. But matter 
fact life insurance more impor- 
tant for the business man moderate 
circumstances, because the need for 
insurance direct ratio weak- 
ness the business. true also 
that the young business often has 


greater insurance need than one 


older and better established. 

Behind the whole problem lies the 
basic fact that great many com- 
mercial ventures the most valuable 
assets are the business acumen, ex- 
perience and contacts manage- 
ments. 

From the standpoint the com- 
pany, the economy life insurance 
its executives apparent once. 
The fire insurance carries physi- 
cal assets recognized expense 
operation that carried matter 
course. Yet, the great majority 
businesses never sustain fire loss 
while chance loss through death 
owners and managers may many 
times greater. 


Life Premiums Investment 


MEASURABLE part the or- 
dinary life premium the kind 
policy sold the great legal re- 
serve companies actually invest- 
ment which may recaptured the 
policy does not become claim 
through death the assured. 

Nothing has been said about another 
service performed business life in- 
surance which assumes tremendous 
importance 
When the manager business 
the same time its chief owner, the 
business may become almost im- 
portant him his family—certain- 
supports the family and prob- 
ably devotes more time and thought 
than some cares. 

life insurance increases the se- 
curity with which his business. oper- 
ates, will lift care from 
the owner’s shoulders, permitting him 
concentrate attention other mat- 
ters. 

The more regards his family 
responsibility the more will 
anxious preserve the full effec- 
tiveness his business which may 
prove the chief: asset will 
leave his family when dies. 


‘ 


Setting Credit Limits 


Suggested Formula for Such Plan 


ance credit risk. believe, 

however, that broader under- 

standing this important subject 
would more appreciated were 
enlarge the scope our subject 
include.the question “What con- 
stitute safe credit 

The basis our entire credit sys- 
tem rests upon the good faith those 
who trade upon their credit. The ab- 
sence good faith the exception 
the general rule and the searching 
out and avoiding the dishonest buyer, 
but one the elements the credit 
investigation. The creditor should 
himself and the credit 
risk, exert influence over him pro- 
tect against his own imprudence. For 
can. considered imprudent the 
part the debtor assume obliga- 
tion which will unable liqui- 
date 

all know risk seldom fully 
justified until the debt obligation 
has been completely cancelled pay- 
ment and consequently the investiga- 
tion must broad enough to, not 
only determine good faith, but also 
judge whether the debtor will 
financially able discharge his debt. 
other words, “can pay” and 
“will pay.” 

The answer these two questions 
sought classifying the risk into 
three factors: 

desire pay. 

2nd—his ability secure funds 

with which pay. 

3rd—the extent and form his 

present wealth, which may 
regarded insuring payment. 


The Credit Dollar 


HESE factors are very tersely 

described Gordon Lantz 
writing “Credit and Financial 
Management” 1938, follows: 

The credit dollar must first 
contain character determina- 
tion and willingness pay. 

must contain capacity the 
ability the part the user prop- 


The subject presumes the accept- 


Credit and Financial 


SMITH 


Credit Manager, 
Norton Lasier Co., Chicago 


erly receive goods and turn them 

redemption credit dollars given 
exchange.. 

The hardening quality the 
credit dollar Capital. This the 
quality which gives the credit dol- 
lar more firm foundation 
which business transactions can 
built. 

While the three factors mentioned 
are fundamental, yet must not 
assumed that there are any rigid rules 
standards which determine 
the acceptability unacceptability 
the risk. Each business establishment 
must decide its own credit standards, 
carefully analyzing such elements 
margin profit; terms sale; 
competition; public demand, 
properly balancing them all form 
policy credit standard, which will 
result satisfactory net profit with 
the. minimum losses. 


Standard Measure 


HUS, having established credit 
policy, all expected credit risks 
must measured that standard, 
which generally can expressed 
equation form: Character plus Capac- 
ity plus Capital equals Safety, 
credit limits. further develop this 
thought, would like cite para- 
graph from Albert Chapin’s book, 
“Credit and Collection Principles” 
“From the above equation, 
not inferred that credit risk 
has fixed value. Its value de- 
pends the fineness character, 
the amount capacity, the quan- 
tity capital, and the influence 


prevailing business and economic 


conditions. These cannot equal 
all risks, and, therefore, the risk 
credit will have wide range. 
may the policy one house 
accept large risks while another 


concern may unwilling accept 


credit where any risk can dis- 


covered. risk could 
measured measure heat, 
would find great fluctuations the 
measuring fluid when testing vari- 
ous risks. our graduated scale 
were marked certain point 
“Bank Credit” many concerns, 
upon fail register 
their credit that high. Many 
these concerns would, however, 
register sufficiently high credit 
reach the standards different 
commercial houses which would 
found different gradations the 
scale. continue the simile the 
credit man interested only his 
own standard. applies the test 
the applicant’s credit satisfy 
himself that the measurement 
definitely above below his stand- 
ard and the risk accordingly ac- 
cepted rejected.” 

With this brief discussion 
satisfactory credit risk, let now 
assume that the risk good and ac- 
ceptable and proceed the question 
“Why Credit Limits.” 

searching out answer this 
part the subject, seems advisable 
contact various authorities the 
general subject credits, and ap- 
pears there only one major reason 
for setting limits. That reason al- 
most self evident those whose 
duty pass upon the many 
orders received. refer the saving 
time the general credit execu- 
tive. his own convenience, 
peruse all available information the 
debtor and place limit for all nor- 
mal requirements, which when re- 
corded the proper file, becomes 
guide for assistant, chief clerk, 
other employee follow, thus reliev- 
ing the manager much detail work. 
This, naturally, conserves his time for 
more important problems incident 
the proper and effective management 
his department. 
might well also point out 

some the (Con’t 46) 
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vember, 1918, the United States 

had its first experience with di- 

rect government control the 
prices commodities. That was when 
our nation was war. 

Today are again faced with 
national emergency and the means 
meeting are being discussed. 
need increased production the 
goods war. need these goods 
immediately. That means are apt 
find ourselves obtaining them “at 
any price.” For many reasons that 
undesirable. 

The competition among producers, 
and among consumers and govern- 
ment agencies bidding for these goods, 
means higher price level. Already 
have evidence that higher prices 
are the way. Prices are rising 
even though have actually spent 
only about 10% the more 
billions dollars have appro- 
priated. 

With prices rising 
costs from February July; 
wholesale prices that time, 
and over the month June 
alone—we have heard much discus- 
sion about the necessity and desir- 
ability controlling prices. Let 
add this point that favor, does 
any national-minded business man, 
the policy having prices developed 
the result open competition 
rather than governmental bu- 
reaucratic edict. 


From August, 1917, through No- 


Will the Public Rebel? 


But the period national emerg- 
ency something else again! The 
government becomes big buyer. Its 
demands are urgent. tends meet, 
because has to, existing prices. 
Consequently, price control fav- 
ored. But price control must mean 
control all price factors—including, 
for example, wages, farm prices, and 
many others. 


Credit and Financial Management 


favor the over-all price control for 
several 

keeping lid prices, the 
cost the goods war the gov- 
ernment reduced, thus reducing the 
cost war. 

preserves public morale, which 
can easily undermined appears 
that, prices, “the sky’s the 
limit.” this point, refer the 
cases our own history when public 
fear has caused bank ruris. par- 
ticularly appropriate instance was the 
sugar scare September, 1939, after 
the outbreak the present European 
war. that time, the face 
great sugar production and some 
the highest stocks sugar the world 
has ever witnessed, the housewives 
the country made “sugar run” 
the grocery stores. They remember- 
all too well the sugar shortage 
the first world war when was neces- 
sary get waiting list for 
pound sugar and, that, pay sev- 
eral times the pre-war price for that 
pound sugar. 

The instance cited above serves 
also another reason for over-all 
price control—it decreases the in- 
equalities the sacrifices and bur- 
dens that accompany the emergency 
period. 

lessens the extent the post- 
war deflation, for rising prices are 
indication that demand exceeding 
supply. That’s another way saying 
that are experiencing inflation: 
And the greater the inflation, the 
greater the subsequent deflation. Any- 
one who has lived through the tur- 
bulent 1920’s and the depressed 
1930’s knows what this means. 

prevents postwar increase 
the real burden war debt. The 
debts that are contracted the gov- 
ernment and individuals cor- 
porations meet the high prices 
the emergency period must paid 
off the post-emergency period 
when the price level much lower. 
That inevitably means defaults, bank- 
ruptcies, and other threats our so- 
cial, economic, and political structure. 
Again the 30’s are ominous ex- 
ample. 


oppose selective price control be- 

flation. 

considerably more difficult 
than the over-all method. Instead 
announcing that the ceiling prices 
has been fixed certain date, 
with the corollary establishment 
body hear appeals and make neces- 
sary adjustments some cases, selec- 
tive price control requires continuous 
supervision the price every im- 
portant commodity—and emerg- 
ency there hardly any item that has 
importance. group men 
can capable enough watch the 
price each commodity each 
the steps takes from its state raw 
material its final distribution the 
consumer. 

Selective price control akin 
confiscation. Some prices are con- 
trolled; others are free, least for 
the time being. The owners the 
price-controlled commodities must de- 
liver their goods the price set 
the government. Owners goods 
that are not price controlled, however, 
are still the competitive race and 
benefit thereby. 

Selective price control means 
therefore that the burden certain 
economic groups not the same 
proportion the burden others. 

theory and practice. 


the Crackdown 
Standard 


Currently the government has been 
operating the selective plan, which 
means “crackdowns,” adverse public- 
ity, name-calling. The unsatisfactory 
nature the price-control program 
thus far has quickly become apparent. 
And this has happened even though 
the government does not have rely 
the psychological and the publicity 
method for, contrary the 
situation 1917, our government 
now has such means control the 
following over farm products through 
the over interest rates through 
the over transportation through 
the ICC; and over 47) 
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Prices Wages? 


NO” 


Fisher, Prof. 
Economics, Yale University 


ernment, through Leon Hender- 

son and his Office Price Ad- 

ministration Civilian Supply, 
can very easily “freeze” all prices 
whole individually—that the banks 
can then right pumping more 
checkbook money into our economy 
buying more government bonds. 

But you might well freeze 
lake and, after frozen, expect the 
level stay put despite flood 
new water. This why: 

Both types inflation are now de- 
veloping fast— 

(1) Inflation money, which oc- 
curs when the circulation money 
increases faster than does the busi- 
ness transacted this money. 


Many people think that the gov- 


(2) Inflation the price level 


caused that inflation the cir- 
culation money. 

But why money increasing? Be- 
cause our increasing government 
bonds are being sold banks re- 
turn for newly created money. This 
newly created money escapes. atten- 
tion because not mostly physical 
pocketbook-money bank notes. 
“checkbook money”, 
“credit”. 

When Uncle Sam sells bank 
million dollars’ worth bonds, the 
bank doesn’t print million dollar 
bills; simply gives Uncle Sam 
“credit” which writes the stub 
his huge checkbook. This new 
money. Uncle Sam 
against that newly created checkbook 
money and with pays, say, air- 
plane manufacturer for new bomber. 
The manufacturer then has this new 
money recorded the stub his 
checkbook. He, turn, pays out 
for aluminum, for wages, for divi- 
dends, and on; so, soon, that new 
million dollars the stub your 
checkbook and mine. circulat- 
ing just truly were mil- 
lion new crisp dollar bills in’ our 
pocketbooks. 
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“Debate 
from Aug. Issue 


Ballot Results: Price-Wage Ceiling Debate 


The readers voted follows after reading these two articles and 


the editorial the next page: 


Should ceiling set prices and wages? 


New England 
Mid-Atlantic 
North Central 
South 

West 

Pacific Cost 
UNITED STATES 


95.5% 4.5% 
86.3% 13.7% 
78.5% 21.5% 
74.5% 25.5% 
89.3% 10.7% 
78.9% 21.1% 
82.5% 17.5% 


With this new purchasing power 
existence either more things must 
purchased higher prices must 
paid (unless prevent the new pur- 
chasing power from being exercised 
all). 

price-inflation inevitable then? 
Yes, unless the money-inflation 
stopped, unless business stopped. 

Mr. Henderson man ability 
but was King Canute when told 
the sea far and farther”. 

not mean that price fixing can 
have effect. the contrary, 
can have enormous effects—but most- 
bad. 

Suppose the government should de- 
cree that henceforth the price gaso- 
line shall two cents gallon; sup- 
pose establish Gestapo enforce 


decree. What would happen (as- 


suming could enforced) Simp- 
ly, gasoline would longer pro- 
duced. That business would cease; 
with would cease the automobile 
business and many others. price 
fixing could stifle business and cause 
money pile individual hands, 
that is, turn over more slowly. 
This would ghastly thing for 
all. 

can expect more price 
fixing than was accomplished under 
Bernard Baruch the World War 
and that was very little. 


What then can done prevent 


inflation? know nothing except 
controlling the circulation money, 
especially its quantity. 

soon stop selling bonds 
banks exchange for newly cre- 
ated money, can master inflation. 
For the master key that 
—deposits subject check. 

One way stop issuing govern- 


ment bonds. That is, far 
can pay for defense taxation in- 
stead government borrowing, 
shall avoid creating new money 
and preventing reducing inflation. 
Also far government bonds are 
sold not banks but individuals, 
return not for new money but for 
pre-existing money-—honest-to-good- 


savings—we shall avoid creating 


new money and head off inflation. 

ingenious combination the 
last two devices (more taxes place 
government loans, and more gov- 
ernment loans out savings instead. 
out newly created money) has, 
been suggested the English econo- 
mist, Maynard Keynes. 

This raise taxes drastically, 
but stipulate that part, say 
the new taxes shall not really 
taxes the ordinary sense but 
returned the taxpayer after 
emergency over. That is, they 
really compulsory. loans out 
compulsory 


probably will Hitler 


But before resorting such 


pulsory plan, favor the voluntary 
plans above stated and accord- 
ance with the efforts Secretary: 
Morgenthau induce the public 
save and buy bonds. 

This effort being accelerated by: 
the cooperation bankers who are 
trying sell the public some their 
overload bonds, process advan- 
tageous the bankers well help- 
ful reducing inflation. 

Another voluntary plan, which 
proposed recently the Committee 
Ways Means the House 
Representatives (and which would 
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also reform our income tax) 
impose graduated luxury tax. 


Luxury Spending Out Fat 
Purses 


This would enable anyone who was 
able and willing stand the gaff 
buy anything chose and could get, 
but would discourage most people 
from spending much beyond necessi- 
ties. would greatly stimulate sav- 
ings and enable more people buy 
government bonds out savings. 

This plan would also take the place 
taxing luxuries individually, vex- 
ing and hit-or-miss species taxa- 
tion. 

But the most complete. plan for 
controlling the quantity money 
the “100% money” plan advocated 
four hundred economists before 
the defense emergency began. This 
would place the volume money (in- 
cluding bank deposits subject 
check) under the control mone- 
tary authority instead leaving it, 
now, the -individual action 
banks issuing “credit” exchange 
for government bonds promissory 
notes. 

that 100% plan were adopted, 
would solve the inflation problem 
fully and once. Yet would 
have accept two results which 
might surprising not unwelcome. 

The rate interest would rise. 
The government now has unlimit- 
market for its bonds among the 
banks both because their excess 
reserves and because the govern- 
ment’s hostility business has de- 
prived the banks their normal bus- 
iness loans. Also, since the banks 
can now manufacture the money they 
lend, they can afford lend the 
government low rates. 

But the banks were, this time, 
deprived the power create new 
money, the government would have 
make better terms for its loans 
induce savers invest and take 
the issues which otherwise the banks 
would take up. 

There 
wrong this. Much good would 
done for savers and institutions like 
universities which invest and depend 
for income more normal rates 
interest than now obtain. 

But the dislocation would vio- 
lent. would lower the prices all 
bonds and first injure bondholders, 
especially banks. the long run, 
however the 100% 47) 
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Editorial from MODERN INDUSTRY 
(Reprinted permission from Aug. 15, 1941 issue) 


Have the Courage? 


JUST all preachers oppose sin, everyone—including Mr. Henry 
Heimann, Professor Irving Fisher, and President Roosevelt—opposes inflation, 

The disagreement arises how oppose it. Professor Fisher urges 
control credit. Obviously this should help. Mr. Heimann pleads for 
ceiling prices, wages, and rents. the opinion 
this essential. 

The law supply and demand normally makes such governmental restric- 
tions unnecessary and undesirable. But that law has been hopelessly repealed 
billions dollars government defense spending. Prices, wages, rents 
are rising the vicious spiral which everyone plainly recognizes inflation, 
But what being done about it? 

The proposals currently discussed Washington won’t stop 
They can’t because they blissfully ignore wages and because they woo the 
political affections the farmers. Indeed, one proposal seriously being 
considered would guarantee that farm prices fall below specified 
(and relatively high) point. There evidence that the people Wash- 
ington have the courage take the steps which they know their hearts 
should taken prevent inflation. 

Inflation popular its stages; begets votes. Putting cash 
the pockets wage earners and farmers has irresistible political 
The politician assumes that neither the wage earner nor the farmer smart 


enough figure out that there could such thing too much cash 


income, even price rises more than cancel the increases cash income. 
The politician further assumes that wage earners and farmers don’t care 
continental about future taxes; don’t care they must work twice many 
hours pay off debt they did create it. 

strongly urges program that intended limit pur- 
chasing power (to reduce active demand this period limited supplies), 
itself primary weapon restraining prices. But 
further urges specific means impose price ceilings (subject always 
adjustment) order complete the limits inflation. 

The program would include: 

(1) Broadening the income tax base extensively, thus taking increased 
earning power out purchasing power and making available pay 
greater share the defense cost, which turn reduces the need for govern- 
ment borrowing. 

(2) Developing savings system wide scale, which would further 
decrease present purchasing power and create future purchasing power for 
the postwar years when will needed. This will also permit far greater 
share the necessary government borrowing made directly from 
private individuals rather than from banks (which serves only 
the credit base for future inflation). 

(3) Imposing sales tax everything except the bare necessities 
existence—food and some clothing—which would make buying today less 
attractive, and saving for future buying more attractive. 

(4) Setting ceiling all prices—materials, wages, farm products, rents, 
etc.—with adequate provision for the adjustment dislocations, always 
present any one moment economy. 

Such program cannot depend solely legislation and authority. ig, 
the great challenge the hour the American people and its elected 
representatives government. make these sacrifices—farmers, wage 
earners, manufacturers, and consumers—a democratic victory assured and 
the foundation for the postwar economy will relatively sound. 
refuse and take the easier path immediate benefits, may that all 
for which are building defense will lost. Certainly the years ahead 
will accompanied by: upheavals and ‘critical 


—THE EDITORS. 
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MANAGER, WHERE ARE OUR RECORDS... 


WHERE WAS THE OUNCE PREVENTION 


Among the raw materials vital the success American 
National Defense none exceed importance business 
records—and none are more vulnerable accidental fire 
the torch saboteur! You need but ask yourself one 
question realize the importance your records: Could 
operate business without records? Your answer 


emphatic NO! 


Following fire you'll want arrange credit collect 
insurance collect receivables refute unjust claims. 
Without your records you cannot take these four steps 
promptly surely. It's fact that 43% the firms losing 
records business fires bankrupt! fact that fires 
cost American Business one million dollars day! One 


This year make NATIONAL FIRE PREVENTION WEEK 
mean something you. Take the first step toward protecting 


day you may pay share this terrible bill unless your 
records are protected from fire! 


protect your essential operating records 
Rand offers Safe-Cabinet products certified withstand 
severe fire. They permit the efficient handling all types 
and sizes vertical and visible records. 


NEW SOUND-MOVIE OFFERED FREE 
Remington Rand has just completed 30-minute sound 
movie, narrated Lowell Thomas, which quickly points 
out the dangers sabotage and the ways which alert 
credit men may avert its high penalties. Send the coupon 


below for 8-page prospectus this exceptionally in- 
teresting film. 


your priceless business records every week the year—send 
the coupon! New York 


Please send your illustrated prospectus which contains 
the story your new Safe-Cabinet sound-movie. 


obligation, course. 


When writing advertisers please mention Financial Management 


MAIL COUPON TODAY 


COMPANY 
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What the After-the-War Situation? 


Business divided into two 
parts: Production and Exchange 
commonly called Distribution. 
economic terminology, distribu- 
tion means the apportioning prod- 
ucts (wealth) among those who pro- 
duced them. Therefore, economics 
distribution treats wages, interest, 
rent and profits. 

distribution mean exchange 
goods. Production manufacturing, 
agriculture and mining, and exchange 
trade commerce. Industfy pro- 
duces goods commerce trades 
goods. 

The problem from time imme- 
morial, some half century ago, 
was able produce enough 
goods satisfy human wants. With 
the factory system, large scale pro- 
duction and modern science, our pro- 
duction facilities have reached state 
practical perfection. All you have 
will make blueprint it, 
and the factory will produce pronto! 

the field distribution—ex- 
change—we have not reached that en- 
viable position. The study,. time, 
energy and intellect that has been 
given production has not been 
given distribution. The result 
that surpluses exist times some 
parts the world and other parts 
there are thousands who sorely need 
this surplus. the mechanism dis- 
tribution were perfected the 
field production they could secure 
the surplus goods and the economic 
welfare would enhanced. 


The Cycle Trade 


production goods connotes 

their distribution. Goods are pro- 
duced distributed. The eco- 
nomic cycle from production dis- 
tribution from the blow the 
factory whistle the ring the cash 
register the retail mart. 

There are those who inference 
otherwise seem look upon the 
exchange goods economic 
evil. The very foundation ex- 


Economist, Babson’s Reports, Inc. 


change mutual benefit, whether 
between individuals, towns, cities, 
states nations. The reason why 
goods are shipped from 
that they can produced cheaper 
and shipped pay the shipping 
charges and sold cheaply 
cheaper than they can produced 
There reason why automo- 
biles should shipped from Detroit 


Your Industry 
Committee Listed? 


Page this issue 
you will find list the 


Industry 


will promote the next Credit 
Congress. Note who chair- 
man your committee and 
give him your suggestions 


for next year’s program. 


New York unless they can 
manufactured Detroit, pay the 
shipping charge New York and sell 
New York cheap more cheap- 
than they could produced and 
sold New York—that the basis 
distribution 


The Evolution Exchange 


first method exchange 

everyone knows was barter—the 
exchange one commodity for an- 
other. When primitive man discov- 
ered that had surplus wheat 
but had meat and that his neigh- 
bor had meat but wheat ex- 
change was effected which both 


were benefited. Under barter re- 
one must have surplus one 
commodity commodity for which 
has need and want another com- 
modity. Under this regime must 
find individual who wants the 
commodity which has surplus 
need the commodity 
which wants. 

This regime existed until the Ly- 
dians, some 2,700 years ago, coined 
money obviate the disadvantages 
barter. Money served its purposes 
throughout the ages until Character, 
Capacity and Capital developed 
among men and nations they could 
trade with each other under credit 
regime. 

The evolution exchange, there- 
fore, went through period barter, 
then money, and now credit—but, 
something has happened vast its 
implication that nations are now re- 
sorting the primitive method 
barter and governments are taking 
over some the private credit re- 
gime. What has happened? 


World Trade War 


Versailles Treaty created 
new nations. These new nations 
adopted program extreme eco- 
nomic nationalism that eventually led 
world trade war. The weapons 
that trade war high 
quotas, embargos, exchange restric- 
tions and depreciated currencies— 
were and are just effective for the 
purpose intended are the physical 
weapons the World War. 

The economic philosophy ex- 
treme nationalism based upon the 
proposition shipping goods out 
given country but using various 
methods prevent goods from com- 
ing in. This economically un- 
sound proposition. Exchange goods 
not one-way street. operate 
all must two-lane highway 
with goods flowing both ways. 
expect ship goods into country, 


must willing accept goods 


from that country—that the very 
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essence trade and exchange, and 
trade between nations what makes 
for world prosperity. Anything that 
blocks trade blocks business and 
inimical economic welfare. 

the world trade war, the United 
States does not have entirely clean 


bill health. Instead showing 
our superior economic intelligence 
and helping the newly created nations 
with their economic problems, 
passed the Smoot-Hawley tariff. This 
was done after debate one year 
which gave the foreign nations op- 
portunity brace themselves against 
the shock the and 
retaliate using the world war 
weapons their fullest extent. 


How Were Affected 


the last analysis, the final result 

these uneconomic activities was 
that the world trade 1929 which 
was billion dollars fell 1932 
only billion—a decline 60%. 
The foreign trade the United States 
1929 was billion dollars while 
1932 fell only billion dol- 
lars—a decline 68%. 

The general volume business 
the United States 1929 was 30% 
above normal. 1932 was 40% 
below. The value all stocks listed 
the New York Stock Exchange 
1929 was almost billion dollars and 
1932 was less than billion 
while the value all listed bonds 
the New York Stock Exchange de- 
clined billion dollars from 1930 
1932 and touched the lowest point 
years. Steel activity dropped from 
100% production 10% production. 
Building dropped from billion an- 
nually one billion, 

Business enterprises 1932 paid 
out billion dollars more than they 
produced and many commodity prices 
registered the lowest prices the 
history statistical ‘information, and 
from 1921 1932, period 
years, twelve thousand banks failed 
the United States. The whole ma- 
chinery business and finance and 
international comity broke down 
the depression 1929-1932. 

This was the result economic 
nationalism and many other uneco- 
nomic activities! They blocked the 
arteries the world trade, drove 
world commodity prices below the 
cost production, crashed the world 
banking 
strained international-relations the 
war point and launched the nations 
the world another race for arm- 
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ament which led directly World 
War No. 2—the primary object 
which that one nation may get con- 
trol world trade. 

Nazi controlled world outside 
the Americas forbade the rest 
the world from buying our goods all 
such demand would center Ger- 
many. would then lose our lead- 
ership which insures status 
the world. That really what 
are fighting for. 


United States the Crossroads 


United States standing 

the crossroads. has 
accept the leadership the world 
ever-after accept the position 
second-rate 

For years the United States has 
been content let Great Britain 
police the world its control the 
seas. were not unwilling have 
this situation exist. have the 
same aims, ideals, purposes, philos- 
ophy and languages the peoples 
Great Britain. But, today the 
scene shifting from control sea 
control the air. the future 
that nation which can patrol the air 
will control the world. The leader- 
ship the world must accepted 
either England, Germany the 
United States, some combina- 
tion nations. 

Germany should take the 
ship their first proposition would 
set themselves superior race 
people. That itself would beget 
enmity and hatred. The races they 
controlled would have feeling re- 
sentment that would lead sabotage 
and guerilla warfare. This would 
make nation race against race 
and could lead nothing but strife, 
savagery and slavery. 

any one nation accept this 
leadership, that nation should the 
United States. the first'place 
nation are composite the 
races Europe: Fundamentally, 
have enmity against any the 
European races because are part 
them. the United States there 
are over million Germans, million 
Italians, million Jews, million 
Poles and other racial groups from 
100,000 200,000. 

Then, too, the United States has 
the greatest natural resources the 
world. round numbers and ap- 
proximately, the United States pro- 
duces over 55% the world’s iron 
ore, 65% the steel, 50% the 
copper, 62% petroleum, 43% 


the coal, 52% 62% 
the lead, 64% zinc, 55% cotton 
and has 80% the world’s automo- 
biles and motor trucks, 34% the 
world’s railroad mileage and 70% 


the insurance, 60% the 


telephones and two-thirds the 
world’s gold supply. With popula- 
tion 134 million people, less than 
the world’s land area, less than 
more than one-half the world’s 
business. 


Business and Financial Outlook 


fundamental trend the vol- 
ume business the United 
States has been upward ever since 
1933. Today the volume business 
36% above normal and 13% above 
the high 1929, and yet today with 
the volume business 13% above 
1929 the Dow-Jones Industrial Stock 
Average hovers around 126 255 
points lower than was 1929, 
While there claim that the stock 
market should sell high today 
did 1929, true that the stock 
market considerably below what 
the volume business and earnings 
indicate that should be. This 
due the psychological factors which 
retard the correlation prices and 
earnings. 

Frequently discussions among 
business men, investors, employers, 
consumers, there mentioned 
somewhat awesome tones the catas- 
trophic depression which will surely 
follow this war. sudden, sharp, 
fearful economic collapse seen. 

rough parallel—a one 
indeed—may found the events 
immediately surrounding World War 
Then, now, many assumed that 
collapse was coming, that stocks and 
business would immediately nose-dive 
depression depths. 

For time economic indicators 
rather completely outfoxed these ca- 
lamity howlers and soared new 
heights. But the belated reckoning 
day did come, and seemed trace- 
able preceding speculative excesses 
modity values, top-heavy inventories, 
over-stocking both consumers and 
business men. 


Curbs Gamblers 


one big outstanding funda- 
mental difference between then 


and now: that speculative 


are being curbed strict govern- 
mental policing. longer are war 
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commodities permitted the foot- 


market gamblers. Prices 


obvious war essentials are being fixed 
moral persuasion, perhaps later 
legislative edicts. Priority rules are 
being invoked cut competitive bid- 
ding. Production, markets and in- 
are subjected close scru- 
tiny. consumer buying will 
curbed taxes, sale Defense 
Bonds, crackdowns instalments. 
The planned economic order 
here. However bitter the pill itself, 
there can denying its curative 
powers. carried hoped-for lim- 


its, there will few speculative 


cesses correct this post-war 
period. This one major cause eco- 
nomic collapse will lacking. 
Shocks the transfer from all-out 
war all-out peace are probably in- 
evitable. not too early now 


begin preparing for this transition 


peace. For the present, mark these 
points down carefully 


The longer the war lasts, the great- 
the gaps left war-forced omis- 
sions normal peacetime produc- 
tion. Powerful pent-up demands for 
consumer goods will accumulate while 
emergency production curbs are 
effect. war’s end, these should re- 
sult doubly vigorous upwhirl 
peace-time industry, providing pow- 
erful support for weakening business. 

Peacetime applications newly de- 
veloped technologies will prove out- 
standingly apparent this time, and 
further stimulating. War supply- 
ing the spark scentific achievement, 
which turn will much bolster 
business. 

The way war events are shaping, 
the main bout resolving bottom 
struggle between the United 
States and Germany for world leader- 


productive capacity and resources will 
determine the outcome—perhaps 
late 1942. Stakes the victor will 
tremendous, doubtless involving ac- 
tive direction the political and eco- 
nomic life the entire globe. One 
end result seems certain emer- 
gence the United States the 
leading imperial power much- 
changed world. Trade outlets for 
technical 
genius are likely enormously 
extended. trade may prove 
post-war business booster the 
first order, with the channels In- 
once more. (Cont. 37) 


WHAT COMES AFTER THE 


hammer slams thumb. firecracker stages premature 
explosion. piece broken glass, rusty nail, punctures the foot. 


serious complications. The first-aid kit well worth its small cost. 
may the difference between trivial damage and real disaster. 


The same quality thoughtful foresightedness has prompted thou- 
sands manufacturers and jobbers rely 
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You Selling Goods 
State? 


important development state 

taxation the last decade has 

been the retail sales tax and its 
counterpart the use compensating 
tax. Although general sales taxation 
was inaugurated West Virginia 
1921, the real impetus was given 
the depression need for large and 
stable sources revenue. Today, 
general sales taxes are levied more 
than half the states and the cities 
New York and New Orleans. 

Before the advent the use 
compensating tax, was considered 
that sales transaction involved 
actual and physical movement 
property across state line and 
this movement was essential part 
the sale, the seller being required 
the express terms the contract 
sale make physical delivery 
the property sold across state 
boundary line, the transaction was 
sale interstate commerce, and ex- 
empt from taxation under the inter- 
state commerce clause the Federal 
Constitution. goods coming 
into sales taxing state, interstate 
shipment was apparently sufficient 
withdraw the transaction from taxa- 
tion. this rule was added the re- 
quirement the United States Su- 
preme Court’s Wiloil decision. (Wil- 
oil Corp. Commonwealth Penn- 
sylvania (’35) 294 169, Sup. 
Ct. 358.) 

this case the Court held that 
seller taxing state must re- 
quired under his contract sale with 
the buyer obtain property outside 
the state and make interstate 
shipment complete the sale. Only 
under such conditions would sales 
tax considered direct burden 
interstate commerce and hence in- 
valid. The mere fact making 
interstate delivery was held in- 
sufficient the seller was free per- 
form his contract shipping from 
stock the taxing state. 


The most spectacular and fiscally 
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circumvent the interstate com- 

merce exemption, the states en- 
acted use compensating tax laws 
complement their existing sales 
tax laws. The first use taxes were 
levied 1935 the states Wash- 
ington and California and were fore- 
shadowed the terms several 
state gasoline tax laws which taxed 
the storage, use, etc., gasoline, the 
sale which might not directly 
taxed account the restrictions 
the interstate commerce clause. 
Such taxes were held constitutional 
even though the gasoline was brought 
from other states. 

The use taxes are levied “the 
storage, use consumption tang- 
ible personal property within the 
State.” The United States Supreme 
Court upholding the validity 
such tax decided that the tax was 
not levied upon operations inter- 
state commerce, but upon the privil- 
ege after commerce was 
end. This decision the Court 
1937 involving the Silas Mason Com- 
pany (Silas Mason Co., Inc., al. 
577, Sup. Ct. 233), prompted 
many states levy use taxes com- 
plement their existing sales taxes. 

Although the use tax laws imposed 
primary liability for payment the 
tax the consumer buyer, most 
the laws contained provisions re- 
quiring the out-of-state seller col- 
lect the tax agent for the taxing 
state. These provisions were inserted 
the laws aid the states en- 
forcing payment the tax due the 
difficulty proceeding against the 
individual consumer buyer. 


1939, the United States Supreme 

Court case involving the Felt 
and Tarrant Manufacturing Company 
(Felt and Tarrant Manufacturing 


Co. Gallagher al. 306 
62) decided that the provisions 
the California use tax law, requiring 
foreign corporation doing purely 
interstate business serve 
agent for the State for the collection 
the tax, were constitutional. 
this case, the seller corporation was 
engaged the manufacture comp- 
tometers Illinois which sold 
agents. paid the office rent the 
agents and part their traveling 
expenses. The machines, sold for de- 
livery California, were shipped di- 
rectly the purchaser the gen- 
eral agents. All orders were accepted 
subject approval the home 
office. The evidence disclosed that 
the corporation did interstate 
local business and that the office and 
the general agents were maintained 
California exclusively for the pur- 
pose facilitating the solicitation 
the interstate business. Since 
business, the corporation was not 
the state. The Court decided that the 
enforcement the collection the 
California use tax through the me- 
dium the seller corporation was 


valid because was not such 


stantial burden interstate com- 
merce constituted violation 
the interstate commerce clause the 
United States Constitution. 

This decision, therefore, firmly es- 
tablishes that, determining the ex- 
tent which state may enforce 
collection the use tax through the 
medium the seller, the question 
whether not the seller “doing 
business” the state, the sense 
interstate local business, 
immaterial consideration. 


Bars Let Down Further 1940 


January 29, 1940, in-the all- 
important decision involving the 


Berwind-White Coal Mining 


(McGoldrick Berwind-White Coal 
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Mining Co., 309 33, 
Sup. Ct. 388), the United States Su- 
preme Court let down the bars still 
further the power the states 
tax interstate sales. This case 
involved the sale Pennsylvania 
corporation, coal which was moved 
rail from mine located Penn- 
sylvania dock Jersey City, 
New Jersey, and from there barge 
point delivery New York 
City pursuant contract for use 
industrial plants and steamship 
companies. The Court holding 
that such sale was subject the 
New York City retail sales tax, said 
“the tax conditioned upon local 
activity, delivery goods within the 
state upon their purchase for con- 
sumption. activity which 
apart from its effect the com- 
merce, subject the state taxing 
power.” 

Because the outstanding impor- 
tance the Berwind-White decision, 
the companion cases decided the 
United States Supreme Court the 
same day have sometimes lost their 
significance. The factual situations 
these cases, involving the Felt and 
Tarrant Manufacturing Co., (Mc- 
Goldrick Felt Tarrant Mfg. Co. 
309 70, Sup. Ct. 
404), the DuGrenier Co., (McGold- 
309 70, Sup. Ct. 404), and 
Jagels Fuel Corporation,” 
tioner Taylor, Respondent (’40) 
309 619, Sup. Ct. 469), 
will discussed our consideration 
the various phases the inter- 
state commerce question. 

Since the rendition the Berwind- 
White and Felt and Tarrant cases, 
should noted that with respect 
sales and use taxation, the United 


States Supreme Court has adopted 


the guiding principle that state taxes 
which not unduly burden inter- 
state commerce are valid. The Court 
recognizes that states require tax rev- 
enues carry out their governmental 
functions. does not interpret the 
Federal Constitution preventing the 
states from laying any tax upon per- 
sons engaged interstate commerce 
upon interstate transactions. Such 
persons businesses may taxed 
equally with purely interstate local 
business. only when state 
tax has the effect singling out in- 
erstate business for especially heavy 
burdens that encroaches the 
powers Congress regulate such 


Credit and Financial Management 


When quick decisions vital production 
must wait because essential records and 
figures control are slow coming 
through—that’s when Burroughs’ broad 
experience can real help you. 


With his technical knowledge the new- 
est machines, applications and pro- 
cedures; his experience helping others 
meet similar problems—the Burroughs 
man can help you find way obtain 
essential records and control figures 
less time, with less effort, less cost. 


Call Burroughs today. Get the latest 
facts. There obligation your part. 


BURROUGHS ADDING MACHINE CO. 
6831 SECOND AVENUE, DETROIT, MICHIGAN 


New and Timely 
Information These 
Subjects Now Available 


Yours for the Asking 


MATERIAL CONTROL 
COST RECORDS 
PAYROLL RECORDS 


EARNINGS 
AND ACCRUAL 


PURCHASE AND PAYMENT 
RECORDS 


EXPENSE DISTRIBUTION 
BUDGETARY CONTROL 
BILLING 


Name 


DOES THE WORK LESS WITH LESS LESS COST 


business, and becomes invalid. How- 
ever, the Court appears concede 
that tax which might imposed 
does business, measured the inter- 
state business all states, invalid. 


Two Types Sales 


discussing whether not inter- 
state sales are subject sales 

use tax, convenient dis- 
tinguish between two types inter- 
state sales: 

First, where the sale involves the 
movement goods from point in- 
side taxing state buyer located 
another state; and 

Second, where the sale involves the 
movement goods from point out- 
side the taxing state buyer within 
the taxing state. 

Where property subject sale 
moves out sales tax state, the 
sales tax not applicable, the seller 
obligated make actually physical 
delivery the goods from point 
the taxing state point outside the 
state. For example: The Jones Cor- 
poration manufacturing goods IIli- 
nois which gells Vermont cus- 
tomers. The sale not subject 
sales taxation This holds 
true whether the seller, the Illinois 
corporation, makes delivery the 
goods means his employees 
vehicles, whether places them 
possession carrier for 
transportation outside the taxing 
state, whether places them with 
the United States Postal Department 
for delivery mail outside the tax- 
ing state. Furthermore, imma- 
terial whether the goods are sold 
that legal title the goods may pass 
the out-of-state buyer the taxing 
state. long delivery into an- 
other state essential part the 
sales transaction, sales tax applies 
the point shipment the juris- 
diction from which shipment made. 


What Proof Required 


ENERALLY, establish non- 

taxability such sales the state 
from which the goods are shipped, the 
seller required furnish some 
proof evidence that delivery was 
made outside the taxing state. The 
most acceptable proof consists 
way-bill bill lading made the 
seller’s order, and calling for delivery 
insurance receipt registry is- 
sued the United States Postal De- 
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partment, Post Office Depart- 
ment receipt—form 3817; trip 
sheet signed the seller’s delivery 
agent and showitig the and 
address the person outside the tax- 
ing state who received the goods de- 
livered. 

However, where the goods pur- 
suant sale are delivered the 
taxing state the buyer 
agent the buyer other than com- 
mon carrier, the sales tax applies not- 
withstanding that the buyer may sub- 
sequently transport the property out 
the taxing state. 

this second type inter- 
state sale referred before; namely 
where the sale involves the movement 
goods from point outside the tax- 
ing state buyer within the taxing 
state, that recent changes the law 
apply. 

For example: The Smith Company 
manufactures goods Chicago, IIl., 
which sells throughout the United 
States. maintains sales office 
New York City through which orders 
are taken from New York City cus- 
tomers. Under the authority the 
Berwind-White decision, the 
company required pay the New 
York City retail sales tax sales 
made New York City purchasers. 
The Supreme Court’s discussion 
the Berwind-White decision appears 
set the test taxability de- 
livery the goods New York City, 
the taxing jurisdiction. While the de- 
cision seems turn local delivery, 
there were other factors present 
which, though undiscussed, certainly 
influenced the opinion the Court. 
The fact that the Berwind-White 
Company maintained sales office 
New York City, giving the necessary 
jurisdiction over the seller must have 
been considerable significance. 


Subject Approval 


COMMON practice large bus- 

iness firms make all sales 
orders subject acceptance the 
seller’s home office. The question 
arises whether such practice con- 
tributes produce sales tax immun- 
ity. 

For example: The Doe Company 
maintains home office Chicago 
and sales offices all the leading 
cities the United States. Salesmen 
the New York City office take 
orders for goods which are plainly 
stamped acceptance the 
home office Chicago.” Under the 
decision the United States Supreme 


Court the Felt and Tarrant 
companion case decided the same day 
the Berwind-White case, accep- 
tance confirmation the order 
outside the sales tax state appears 
unavailing protecting such sale 
from the tax. The mere fact that 
order obtained within sales taxing 
state subject acceptance the sell- 
er’s home office outside the taxing 
state will not prohibit the imposition 
sales tax where the seller has 
office the taxing state and where 
delivery made within the taxing 
state. 

Where sales transaction calls for 
shipment home office the 
seller outside the taxing state, the 
buyer taking title there and shipping 
the goods into the taxing state his 
own risk and expense, the question 
sales tax liability somewhat con- 
fused. 

For example: The Attlee Company 
manufactures show cases 
and maintains sales offices all the 
principal cities the United States, 
including Seattle, Washington. All 
orders taken the Seattle office pro- 
vide for delivery the goods the 
buyer the Illinois plant the 
company. the present time 
definite answer can given the 
sales liability this type transac- 


“Possession and Title” 


the Attlee Company placed the 

goods the hands common 
carrier with instructions deliver 
them the buyer the taxing state, 
and the buyer comes into actual pos- 
session them such state, the 
sales are apparently taxable. This 
particularly true states where 
term “sale” defined include 
transfer “possession” well 
title. However, states where the 
term “sale” limited transfer 
title ownership only, title may tech- 
nically said have passed the 
buyer outside the taxing state, 
relieve sales tax liability the 
state where the buyer located. 
the sales tax state also has use 
compensating tax, the latter tax 
payable under such circumstances, 
and the question sales tax liability 
becomes immaterial. 

the DuGrenier case, orders were 
taken sales agent New York 
City, accepted the Massachusetts 
office, and the goods were shipped 
rail truck direct the pur- 
chaser New York City, who paid 
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This constituted sale 


the freight. 
seller’s place business out- 


side the taxing state. The Court 
held this sales transaction taxable 
New York City. seems from the 
factual situation this case that the 
transfer actual physical possession 
the goods the buyer within the 
taxing state was sufficient make the 
sale taxable. 

Where company has neither 
sales office, separate selling agent, 
nor traveling salesmen sales tax 
state, and all the orders are re- 
ceived from its customers the tax- 
ing state means mail order 
telephone, the company not liable 
for sales taxes such sales. 
true that the Jagels case, the United 
States Supreme Court held coal 
company liable for New York City 
sales tax transactions involving 


orders customers sent mail 
telephone the New Jersey office 
the company. But the company had 
offices New York City where local 
business was carried on, which may 
have been the controlling factor 
determining the tax liability the 
mail order sales. 


Uniform Regulation 


August 14, 1940, the Commit- 

tee Uniform Sales Taxation 
the National Association Tax 
Administrators drafted proposed 
uniform interstate commerce regula- 
tion. This regulation was the com- 
mittee’s interpretation the law 
exists after the decision the 
Berwind-W hite and companion cases. 
Because the state tax collecting 
officials’ concept the law 


cause has been adopted some 
states and closely followed others, 
will briefly discuss this regulation. 


The uniform regulation based 
two major factors establish tax 
liability. First, that the foreign cor- 
poration must engage local activ- 
ity the taxing state and second, 
that the goods sold must delivered 
the taxing state. 


this connection, the difficulty 
interpreting the law arises what 
constitutes “local activity” order 
place foreign seller within the 
jurisdiction the state which the 
property delivered. The Commit- 
tee interpreted the term “local activ- 
mean that the seller must en- 
gage the business selling tang- 
ible personal property for use con- 
sumption the taxing state. view 
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the many methods which busi- 
ness may carried within the 
taxing state, the committee adopted 
the following definition engaging 

“Engaging business this 
state shall include any the fol- 
lowing methods transacting 
business: Maintaining directly, in- 
directly through subsidiary 
office, distribution house, 
house, warehouse other place 
business, having agent, 
salesman solicitor operating 
within the state under authority 
the seller its subsidiary irrespec- 
tive whether such place busi- 
ness, agent, salesman solicitor 
located this state permanently 
temporarily, whether such 
seller subsidiary qualified 
business this state.” 


“Local Activity” 


HIS definition “local activity” 

very broad and reaches nearly 
every conceivable method selling 
other than sales secured mail 
order telephone. This point will 
discussed further when con- 
sider the question jurisdiction 
doing business. 

Following the decisions the Ber- 
wind-White and companion cases, 
can safely stated that any sale 
which involves the movement 
goods into taxing state taxable, 
the sale made firm coming 
within the jurisdiction the state 
and its sales use tax laws, and 
the sale involves delivery trans- 
fer possession the taxing state 
goods the consumer user. 

Whether the seller comes within 
the jurisdiction the taxing state 
and its sales use tax laws 
matter that must decided ref- 
erence the provisions each spe- 
cific taxing statute. Generally, 
sales tax statute imposed upon 
purchasers, upon the sales trans- 
actions, then the tax would appear 
collectible, provided only in- 
volves delivery transfer pos- 
session the taxing state goods 
consumers. the other hand, 
the sales tax laid upon the occupa- 
tion selling retail, particularly 
defined statute, then the tax 
applicable only the seller en- 
gaged the taxable occupation. 

general, appears today that 
the United States Supreme Court 
will sanction the imposition sales 


tax any transaction which might 
become subject use compensat- 
ing tax the state destination 
the goods, provided the seller does 
business that state. 


Jurisdiction for Service 
now arrive practical con- 
sideration the sales and use 
tax problems; i.e., admitting that 
particular state has the authority 
right compel the foreign company 
collect its sales use tax, the ques- 
tion arises what power the state 
has enforcing its right. Can the 
state use the foreign company its 
local courts collect the tax? This 
involves the question doing busi- 
ness and especially jurisdiction for 
service process purposes. 

almost all the states, foreign 
corporation licensed qualified 
business the state, the corpora- 
tion required appoint statutory 
agent who can served with process 
the state i.e., can served with 
notice that lawsuit pending 
against the company and the local 
state court has thereby acquired juris- 
diction over the foreign 
Since foreign corporation can 
question that such state can require 
the foreign corporation collect its 
sales use tax laws. the state 
has direct sales use tax law there 
can question that sales into such 
state are taxable. However, this may 
not hold true occupational sales 
tax, like the tax levied 
unless the company engaged the 
taxable occupation namely, selling 
retail within the state. 

Although foreign corporation 
may not state the sense 
that “doing the state 
which will require such corporation 
become qualified licensed under 
corporation laws such state, may 
nevertheless the state suf- 
ficient manner that may re- 
quired collect sales use tax. 
the state that the state can have 
valid service process the foreign 
company. 


Harvester Company Case 


discussing service process 

upon such corporation, the 
United States Supreme Court 
case involving the International Har- 
vester Co., (International 
Company America Common- 
wealth Kentucky 45) 
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section devoted local 
Credit Association affairs 


George Gruen named 
Credit Congress head 


Preliminary programming for the 47th 
annual Credit Congress the National 
Association Credit Men, which will 
held Cincinnati May 1942, well 


under way. Committees are being ap- 
pointed develop the various aspects 
the Convention Program. They will 
under the direct supervision General 
Credit Congress Chairman, George 
Gruen (above) Cincinnati, past Presi- 
dent the NACM. Mr. Gruen Chair- 
man the Board the Gruen Watch Co. 


Time Hill, Cincinnati. 


Coming Credit 


Conferences! 
October 
—Oshkosh, Wis., Upper Michigan 
Conf. 
Mich., Annual State 


Southwestern 
Credit Conf., Baker Hotel 

Y., Tri-State 
Credit Conf., Seneca Hotel 

21-22—Atlanta, Ga., Southeastern 
Credit Conf. 

Mass.; New Eng- 
land Credit Conf., Highland 
Hotel 

November 
6-8 —Cleveland, O., Tri-State Credit 
Carter Hotel 


October, 1941 


The men and women credit execu- 
tives who attended the first Summer 
Institute Credit Management 

Babson Park, August 10-22, 
campus, one individual put it, the 
role “80 ambassadors credit education 
good will.” The enthusiasm that marked 
the opening the sessions continued for 
the entire two weeks and all agreed that 
was both outstanding recreational and 
educational success. 

our September issue account the 
proceedings was published. Herewith some 
additional highlight items which could not 
included then because early dead- 
line. 


Scenes and Scenery 


Extra-curricular activities were continu- 
ally being developed during the two weeks 
the assembled credit executives, several 
whom were accompanied their fam- 
ilies. large number, for example, took 
advantage the weekend the middle 
the sessions for tours New England 
and the many historical and scenic spots 
that were within easy reach the campus. 
Several other groups concentrated the 
city Boston and its environs, while 
others sampled the offerings the many 
summer theatres within easy reach Bab- 
son Park. 


Special Meetings 


Besides attending the 
classes lectures and the morning panel 
and the evening conference, the credit 
students developed additional meetings. One 
meeting was called for the first 
Monday, being self-stimulated occasion 
consider further the legislative situation 
and its effect credit. This subject had 
been discussed the morning panel that 
day but approximately half the student 
body stayed until after o’clock that eve- 
ning analyze further the credit picture 
view recent legislation. 

Another spontaneous gathering occurred 
Thursday night the second week 
when the heads several local associa- 
tions gathered with number other in- 
terested credit executives for discussion 
local association plans and programs 
for the coming year. 


another occasion earlier that week, 
the senior credit executives staged cred- 
itors’ meeting, for the edification junior 


Summer Institute 


month 


credit executives attendance whose re- 
sponsibilities had not yet brought them into 
contact with the things that frequently 
happen creditors meetings. 

The event was realistically staged with 
various credit executives taking the roles 
such creditor meeting “stand-bys” the 
noisy attorney (with small claim), the 
selfish creditor (who merely wants get 
his share full without regard others), 
the suspicious creditor (who questions 
every act the creditors committee), etc., 
etc. 


Messrs Babson and 


Pouch Make Talks 


Wednesday the second week the 
evening conference, regularly scheduled for 
was tied-in with dinner the form 
dinner meeting. Among the speakers 
this special occasion was Wm. Pouch, 
past President the NACM and Presi- 
dent the Concrete Steel Co., New York. 
Mr. Pouch had spent the day the cam- 
pus attending classes and observing the 
Institute’s operations. (Cont. page 34) 


voice appreciation 


we, the credit executive mem- 
bers the National Association Credit 
Men, who for these two weeks have been 
Credit Management Babson Park, pre- 
pare leave for our homes and offices, 
are conscious that the friendship and fel- 
lowship, the experience and understanding 
have exchanged and enjoyed are not 
measurable material ways. 

They are the strong threads the 
broader fabric life that have been 
fortunate enough help weave during this 
pleasant period two 

That recognition would not, however, 
complete failed express the 
officers and staff Babson our 
heartfeit realization that this has been pos- 
sible solely because their splendid ad- 
vance planning, their spirit, 
and their good neighborly interest our 

Let this, then, modest resume 
our thoughts reach the time 
parting. Let convey the hope that our 
individual paths will again converge ere 
long our mutual pleasure and profit. 
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(Cont. from page 33) Chairman the 
NACM Credit Education Committee, 
greeted the students the dinner and 
voiced his belief that they were “pioneers 
magnificent contribution the cause 
responsible credit management.” 

Another speaker the dinner was Roger 
Babson who discussed the present posi- 
tion the world affairs. was 
followed Ralph Wilson, Economist 
for the Babson Statistical Organization, 
who discussed current business trends 
view the world situation. article 
Mr. Wilson appears pages 24-26 
this issue. 

David Weir, NACM Asst. Exec. 
presided the dinner. Others the 
head table were Pres. Carl Smith 
Babson Institute and NACM Director 
Podrasnik, Chicago Daily Times, who 
was also one the students. 


Testimonial 


measure appreciation the offi- 
cials and staff Babson Institute for their 
excellent handling the 
tute, Frank Byrne Cannon Mills, New 
York, presented special Resolution 
Appreciation President Carl Smith 
Babson Institute. was signed 
each the credit executives attendance 
the Institute. appears this issue 
“Credit and Financial Management.” 


Institute Course Credit 


Aiter consultation with National Credit 
Education Chairman Pouch, was an- 
nounced that satisfactory attendance and 
completion courses the Summer In- 
stitute would accepted the equivalent 
one course toward the Associate 
Fellow Awards the National Institute 
Credit. Each credit executive at- 
tendance Babson Park was subsequently 
notified writing about this development. 


Sports Activity 


Soft ball was one the attractions 
when classes were taken over Babson 
Park. the first contest the Yannigans 
defeated the Shenanigans 31-22, but 
return game, the Shenanigans triumphed 
15-11. 

Tennis and horseshoe pitching and table 
tennis were other sporting attractions dur- 
ing the two-week period. 

the singles tournament, Nelson Hower 
St. Louis won the tennis title from Rex 
Maltbie Kansas City 6-2, 12-10. 

and Charles Abell Philadelphia, took 
hard-fought match the finals from 
Farnsworth Chapin Worcester and Bill 
Lang Pittsburgh 2-6, 7-5, 6-3. 


Haight leads foreign 


exchange parley 


New York—P. Haight, past Presi- 
dent the NACM, and Secretary-Treas- 
urer the International General Elec. Co., 
Y., will Chairman the Foreign 
Credit, Collection and Exchange Session 
Tuesday, October the 28th Annual 
Foreign Trade Convention the National 
Foreign Trade Council, here the Hotel 
Pennsylvania. 


News About Credit Matters 


Hicklin 


San Diego—One the most enthusias- 
tic members the San Diego Wholesale 
Credit Men’s Assn. Jackson Lee Hicklin, 
resident the city for years, who 
present Asst. Cashier and Credit Man- 
ager the First National Trust Sav- 
ings Bank this city. started with 
that organization general bookkeeper 
years ago. has been member 
the San Diego Assn. 
for years, serving 
during that time for 
six years Di- 
rector, and twice 
the association’s 
President, well 
being Chairman 
various major com- 
mittees the as- 
sociation. 

Other interests also 
claim the attention 
Mr. Hicklin, for 
has served Director the San Diego 
Chamber Commerce, Director 
large aircraft company, and for five years 
instructor for banking and credit 
subjects for the American Inst. Bank- 

One his hobbies amateur photog- 
raphy. also expert machinist and 
has been airplane pilot for years. 
But above all, his own admission and 
those his fellow members the credit 
association, the San Diego Whol. Credit 
Men’s Assn. still his “pet weakness.” 


NACM men 


Defense 
Program 


San Francisco—John Golia, who has 
been active the Credit Managers Assn. 
Northern Central Calif. for several 
years representative Butler Bros., 
which served Asst. Credit Manager, 
now the Army with the rank 
Captain. stationed the Corps 
Area Exchange Office, 9th Corps, 
Presidio, San Francisco. 

has learned their names, 
AND FINANCIAL MANAGEMENT been 
publishing for the past several months news 
NACM members who have been called 
service the Defense Program. 

each instance the man received per- 
sonal letter from the President the 
Assn. Numerous friendly responses were 
received John Redmond New 
York, while was President, the 
time the New Orleans Credit Congress. 
recent letter received the newly- 
chosen President, Wilson Salt 
Lake City, from Ernest McGee, for- 
merly Credit Manager Robilio Cuneo 
Memphis, Tenn., interest and Mr. 


lish it. follows: 


Dear Mr. Wilson: 


Many thanks for your letter the 
magazine and business review with 
pleasure. They will help keep 
what going outside business. 

had letter recently from Mr. 
mann, which appreciated, and 
ply, gave Mr. Heimann correct 
tary address, which is: 

Captain Ernest McGee, Inf., 

Reception Center 

Fort Benning, Ga. 

from civilian military life, having been 
the service 1917-1919. The change 
rather abrupt, but think will make 
alright. 

looking forward the time 
can get back old job with old 
friends, but think should complete the 
present job before quit. 

With best wishes for yourself 
Association. 

Sincerely yours, 
ERNEST 

The reference the magazine and the 
business review Captain McGee’s letter 
concerns the offer originated President 
Redmond and continued President Wil- 
son, which each drafted NACM member 
receives the Monthly Business Review 
the Executive Manager and the monthly 
issue “CREDIT AND FINANCIAL MANAGE- 
MENT,” keep him touch with the de- 
velopments both the business and credit 
worlds. 

Since writing the letter Mr. Wilson, 
Mr. McGee writes that has been re- 
lieved army duty, account minor 
physical defect, and has returned Mem- 
phis and associated himself with Malone 
Hyde, Inc., that city. 


Peter Jung 


New Orleans—Peter Jung, Jr., 60, one 
the owners the Jung Hotel, and 
Sec’y-Treas. the Crescent Bed Co., died 
Aug. Touro after illness about 
month and half. resident the 
hotel which his father and brother, Arthur, 
founded with him, 
wife, the former 
Florence Taylor. 
active Mason, 
ber 
lodges, member 
the New Orleans 
Country 
several Carnival 
organizations, 
Jung was active the civic and social 
the city for many years. the 
fraternity, both here and the nation. 
was well-known. The Jung Hotel was the 
headquarters for the 1941 NACM 
Congress. the New Orleans CMA 
very active, being member 
Executive Comm., and Director since 
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Heimann’s 10th Year NACM 


Executive Manager Marked 


his tenth anniversary Executive 
The occasion was observed September 
because the Labor Day holiday, with 
gathering five past National Presi- 
the Association from the New 
Jersey area the National 
here One Park Ave. 
They included Burnett Newark 
919-1920 term); Wm. Pouch 

(1926-27); Wm. Fraser 
(1940-41). Mr. Fraser presented Mr. 
totalling approximately 300 which 
had been received from all parts the 
country, each them extending congrat- 
Executive Manager. 
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The letters included one from each liv- 
ing past President the NACM, well 
one from the current President, Ray 
Wilson Salt Lake City, and one from 
the family the late McAdow, Past 
NACM President (1909-11), who died 
late August Chicago. 

Mr. Heimann also received hand print- 
resolution appreciation from Miss 
Rose Rosengard behalf the secreta- 
rial staff the National office, and Miss 
Ruth Hoctor, the Association’s Comptrol- 
ler, then, behalf the department heads 
the NACM, presented Mr. Heimann 
large crystal vase inscribed with the 
Association’s seal and the commemorative 
date. 

his presentation the letters, Mr. 
Fraser referred the advances made 
the Association under Mr. Heimann’s guid- 
ance and then read the following ode: 


Past NACM Presidents Congratulate Heimann 


Five past Presidents the National Assn. Credit Men and the organization’s 


Assistant Executive Manager, David Weir, are seen above congratulating Henry 
September the Association’s national headquarters One Park Ave., 


New York, the completion his tenth year Executive Manager the Association. 
Left right they are: Mr. Weir, John Redmond, Crompton-Richmond Co., Y.; 
General Elec. Y.; Wm. Pouch, Concrete Steel and Curtis 
Burnett, Hospital Service Plan J., Newark, 
Mr. Heimann was presented with collection over 200 telegrams 
congratulating him his anniversary. The presentation was made Mr. Fraser. 


Henrikson now 
Philadelphia 


Philadelphia—Carl Henrikson, Jr., 
resigned his post NACM Director 
Education June join the Dept. 
Commerce one the newly-appointed 
gional Business Consultants, has been 


assigned offices this city. Mr. Hen- 
rikson’s territory includes that covered 
the Philadelphia Federal Reserve Bank. 
Other Regional Business Consultants have 
been appointed for the cities which dis- 
trict Federal Reserve Banks are located. 
The consultants are intended relay in- 
formation about defense needs 
grams between government and business. 


The years they come, the years they go, 
Time marches on, all 

and Opportunity, told, 

kind, e’en lavish the bold. 


September, nineteen thirty one, 

leader needed, where was one? 
looked the country o’er and 
And interviewed more than score. 


Then after interviews were done, 
settled favorite son. 

real economist was he. 


business methods was versed, 
Executive ability rated first. 

organizer was top, 

The Staff’s morale, felt would pop. 


Public Speaking, what man! 

hearing, each became fan. 

this why came pass, 

That chose Henry lead the class. 


And things that then had looked dark, 
Were quickly lightened, the spark 

That Henry kindled, with his fire 

That keeps burning higher and higher. 


far and wide, and and down, 

known from New York 
For doing things the proper way. 


And when we’re told told be, 
Not once, not twice, nor just times three, 
That Opportunity kind 

all bold souls, have mind, 


Our Henry Heimann, bold and brave. 
gallant knight, himself gave. 
job he’s done which we’re proud, 
let’s all sing his praises loud. 


And now his first ten years have past. 
The future coming quick and fast, 
Success pray will crown his days 
With happiness and peace always. 


Appreciation 
NACM Staff 


the occasion his tenth anniversary 
Executive Manager the NACM, 
Henry Heimann received large crystai 
vase from the departmental heads and 
hand written resolution appreciation 
from the secretarial staff the organiza- 
tion. Above, Ruth Hoctor, Association 
Comptroller, presents the vase and Rose 
Rosengard, who has the longest record 
service the secretarial staff, presents 
the resolution Mr. Heimann his desk 
the Association’s national headquarters. 
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Brace Bennitt accepts 
Minneapolis Sec.-Mgr. post 


Minneapolis—Brace Bennitt the newly- 
appointed Secretary the Minneapolis 
ACM, was announced September 
George McConnell the Munsingwear Co., 
who President the local association. 
Mr. Bennitt has had many years service 
with the NACM, having served Central 
Division Manager, Convention Director, 
and Sales Promotion Manager recent 
years. graduate Williams College, 
was Treasurer and Director and Credit 
Manager for the Fox-Vliet Drug Co. 
Wichita before joining the NACM. 
was active the affairs the Wichita 
ACM, being Director, then Vice-Presi- 
dent, and later President that associa- 
tion. During the same period was 
Chairman the Drug, Chemical Allied 
Lines Credit Group, well being 
National Director the NACM when 
joined its executive staff 1928. 


Virgil Combs new 
Sioux City 


Sioux City, Lucey, who for 
several years has served the Interstate 
Assn. Credit Men this city Secre- 
tary-Manager, resigned recently, suc- 
ceeded Virgil Combs. 


Chicago’s 
News” restyled 


Chicago—With its September issue, the 
official publication the Chicago ACM 
came out pocket-size version along 
Readers’ Digest lines. attractive two- 
color cover added the appearance the 
40-page issue which carried editorial 
Association President, Siegfried Over- 
straeten, well several features 
business subjects and 
ties. George Stephens editor the 
publication, which produced the Asso- 
ciation’s Publications Publicity Comm. 
under the chairmanship Ira Fash, 
Allen Wrisley Dist. Co. 


Newark—The New Jersey chapter the 
National Credit, conjunction 
with the Credit Women’s Club, spon- 
sored moonlight sail the evening 
September 

October Ist the last date for re- 
ceipt essays was hand the prize 
contest sponsored the chapter 
NIC. The subject “How Can the Credit 
Executive Best Handle Defense Program 
Problems?” ten dollars was 
offered for the best essay not more 
than 1,000 words, and the winning essay 
will published subsequent issue 
“Credit and Financial Management.” 


News About Credit Matters 


New York—The local chapter the 
NIC inaugurated its 23rd year with 
rally meeting the Hotel Pennsylvania 
Monday evening, September large 
number Institute members were at- 
tendance the meeting, which was 
charge David Golieb the Inter- 
national Handkerchief Mfg. Co. 

The golf outing the Alumni Assn. 
the chapter was held September 
the Sunset Knolls Club Ossining. 
The alumni organization was developed 
last year provide bond fellowship 
among former members the local Insti- 
tute chapter. 


Atlanta—Under the chairmanhip Gil- 
bert Purvis Atlantic Steel Co., the Edu- 
cation Comm. the Atlanta ACM has 
organized plans for the current season 
the Atlanta Chapter, NIC. 


NIC, issued attractive eight-page folder 
publicize its educational classes and 
other activities, shortly before registration 
week which began September Eight- 
een additional courses have 
for the Institute program during the 1940- 
schedule. The credit education work 
under the leadership Murray Johnston 
and Aaron Lambie. 


St. out that “the man 
who graduated yesterday and stops learn- 
ing today uneducated tomorrow,” the St. 
Louis Chapter, NIC, announced its fall 
program August. Instruction the 
eight subjects prescribed the Institute 
available the cost one dollar per 
semester per subject, plus two dollars for 
the season for NIC 


Louisville—In cooperation with the Univ. 
Louisville, the Louisville Chapter, NIC, 
has announced practical program 
credit education leading the Associate 
and Fellow Awards. 


Chicago—As previous years, the Chi- 
cago ACM continuing its cooperation 
with Central YMCA College 
gram study leading four-year Cer- 
tificate Award the NIC. The an- 
nouncement was made the September 
issue the Chicago Association’s publica- 
tion, “Credit News.” 

The same issue carried message from 
Kasch, Kraft Cheese Co., and Chair- 
man the Association’s Education Comm., 
calling attention series ten lectures 
given prominent credit executives 
the association. The first the series 
was September when Hadley, 
Goodman Mfg. Co., spoke “Opportu- 
nities Credit Work.” 

Other lectures during October include 
the following: 

Oct. Credit Information” 
—W. Eck, Hudson Mfg. Co. 

Selby, Chicago Daily News. 

Oct. the Credit De- 
partment”—Rhae Swisher, Rhae 
Swisher Co. 

Oct. 
Pearl McKinney, Cook Chocolate Co. 


Hartford—Complete evening courses 
credits, collections, and credit 
were announced early September the 
Hartford ACM, the classes being con- 
ducted Hillyer Junior College 
city conjunction with Hartford Chay ‘er, 
NIC. The committee charge the 
local educational activity includes 
North. 


Miss White heads 


National C-women’s 


executive committee 


Cleveland—S. Jane White, Asst. Secre- 
tary and Credit Mgr. the Cleveland Ice 
Cream Co., has been appointed Chairman 

the National 


Credit Women’s Ex- 
ecutive Committee 
for this year. 
Cleveland ACM for 
the past years 
and the Cleveland 


many committees, 
well the Association’s Board Trustees, 
while she was President the Credit 
Women’s Club during 1936-37. Before 
coming Cleveland from her home town, 
Philadelphia, Miss White was Credit Man- 
ager the Crane Ice Cream Co. 

Among her many other activities, not 
the least which travel, are service 
the Business and Professional 
Club Cleveland, which she Asst. 
Treas. and Board member, having pre- 
viously served the Club Treas. Miss 
White was recently given recognition 
Cleveland with special article which ap- 
peared the “Cleveland Plain Dealer.” 

Club, following its participation with the 
local NIC chapter September 
moonlight sail, held its opening fall meet- 
ing September and heard talk 
Hugh Roberts the Fraud Prevention 
Dept. NACM. Mr. Roberts discussed the 
National Association and its various ac- 
tivities with emphasis the Fraud Pre- 
vention work, citing number cases 
which the department has investigated and 

Cincinnati—Upon her return from at- 
tendance the Summer Institute Credit 
Management Babson Park, Marie 
Kroger, Credit Mgr. for the 
Soap Co., was given feature 
the Cincinnati Post, which she dis- 
cussed both domestic and foreign 
ments, with particular emphasis the 
installment selling situation. The -tory 


also featured two column cut Miss 
Kroger her desk. 
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Time for Credit 
Bottlenecks Now 


Even Later 


(Cont. fr. 14) Today the successful 
Credit Manager needs the skill 
jungle explorer, man juggling eight 
balls and peace making diplomat 
surrounded belligerents. 

needs the quality which makes 
successful ball players—the ability 
think quickly, grasp the facts and 
move rapidly the right direction. 
Horse and buggy credit dead 
wars fought with gleaming sabres. 
not enough streamline our equip- 
ment and air condition our offices. 
must learn gear our thinking 
overnight jaunt. don’t pretend 
have the answer this problem. 
think one continuously think- 
ing terms tomorrow rather than 
yesterday. 

Every realist knows that our pres- 
ent intensified activity will follow- 
excuse for this find with our 
houses disorder and loose ends 
trailing from each window. Now 


the time our planning, our 
thinking and our making ready for 
decisive action the strategic mo- 
ment. 


Business and 


Financial Outlook 
(Continued from page 27) 


The crux this discourse that 
healthy economic conditions and 
world welfare depends upon produc- 
tion and exchange goods. When- 
ever the arteries trade are blocked 
commerce slows just that much. 
widespread has become the philos- 
ophy economic nationalism and 
world trade war methods that even 
some states the United States are 
placing barriers the path trade 
between the states. This has become 
serious that has already received 
the attention the President and 
many great industrial leaders. 

interesting note that the 
historic conference between Prime 
Minister Churchill and President 
Roosevelt “Trade Barriers” appar- 
ently received the attention which 
they are justly entitled. quote from 


Mr. Churchill’s speech given after 
returned Great Britain: 

“There are, however, two distinct 
and marked differences this joint 
declaration (Roosevelt Churchill) 
from the attitude adopted the al- 
lies during the latter part the last 
war, and one should overlook 
them. 

“The United States and Great 
Britain not now assume that there 
will never any more war again. 
the contrary, intend make 
ample precautions prevent its re- 
newal any period can foresee 
effectively disarming the guilty 
nations while remaining suitably pro- 
tected ourselves. 

“The second difference 
That instead trying ruin Ger- 
man trade all kinds additional 
trade barriers and hindrances was 
the mood 1917, have definitely 
adopted the view that not the 
interests the world and our two 
countries that any large nation should 
unprosperous shut off from 
means making decent living for 
itself and its people its industry 
and enterprise. 


CREDIT REPORT” 
YOUR Insurance Set-up 


OST-FREE and obligation-free you may obtain 
any agent the Royal-Liverpool Groups 
Insurance Survey and Analysis which will 


(1) show the insurable hazards peculiar your busi- 
ness, the extent which they are now covered, 
and breakdown your insurance costs: 


tection; 
(3) submit recommendations which may reduce the 
cost your insurance program provide for 
FIRE-AMD ALLIED LINES. 


CASGALTY COVERAGES. 


more efficiently. 


Why not let local representative the Royal-Liverpool 
demonstrate his ability serve you means such 
Survey and Analysis? 


ROYAL-LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


AMERICAN & FOREIGN INSURANCE COMPANY e BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. e CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO., LTD. e THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. e QUEEN INSURANCE COMPANY OF AMERICA 


THE NEWARK FIRE INSURANCE COMPANY e FEDERAL UNION INSURANCE COMPANY @ ROYAL INSURANCE COMPANY, LTD. e STAR INSURANCE COMPANY OF AMERICA 
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Credit 


The Analysis Receivables 


element the current asset 

total and important factor 

the balance sheet, refer only 
trade receivables those receiv- 
ables representing the unpaid portion 
sales merchandise the normal 
within the purview our discussion 
deal with the receivables such 
special types business organizations 
finance companies, small loan com- 
panies, and service enterprises, and 
there should observed mutual ap- 
plicability the analytical considera- 
tions advanced incidental rather 
than intentional. 

Trade receivables the remaining 
payments due sales merchandise 
may either open account 
basis represented some tan- 
gible evidence the indebtedness 
conditional sales contract. obli- 
gations the former type shall 
referred trade accounts receiv- 
able while those involving the execu- 
tion tangible credit instrument 
shall deemed included the 
term, trade notes receivable. The 
general term, trade receivables, should 
understood embrace both trade 
accounts receivable and trade notes 
receivable. 


Establishing the Validity 
Trade Receivables 


HERE only one sure way that 

the validity and authenticity 
trade receivables the balance sheet 
can definitely established. And 
that carefully supervised con- 
firmation the amounts owing 
direct communication with the debt- 
ors. For this reason, the analyst 
should study the comments the ac- 
countants carefully determine the 
extent and nature the methods 
used the confirmation receiv- 
ables. The positive confirmation 
receivables, which requires definite 
answer from the debtor, generally 
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deemed, understandably enough, 
have considerably more value than 
negative confirmation, which does not 
require reply from the debtor un- 
less discrepancy found the 
amount the Frequently, the 
confirmation proceedings will apply 
only representative portion the 
outstanding receivables and the value 
the process should adjudged 
accordingly. 

the analytical problem know the 
exact nature the account total with 
which have deal. All too fre- 
quently, balance sheets are submitted 
the analyst which contain ac- 
count the current asset group des- 
ignated simply “Accounts Receiv- 


definite indication the true nature 
the items that make the total. 
unsound assume that balances 
this kind represent amounts due 
from trade customers without some 
specific assurance this effect. The 
totals may include accounts and notes 
owing from stockholders, directors, 
officers and employees, advances 
subsidiaries and affiliates, mortgage 
receivables, other receivables aris- 
ing from the sale fixed properties. 
The balance sheet classification 
broad enough include all types 
obligations owing the business, re- 
gardless nature, without reflecting 
technical way the integrity 
the method presentation. 

Thus the analyst should first look 
the description the balance sheet 
accounts. accepted accounting 
practice today segregate trade re- 
ceivables from other receivables and 
employ accurately descriptive terms 


tke testimony Samuel Broad, part- 
ner, Peat, Marwick, Mitchell Co., certified 
public accountants New York, expert 
witness before the and Exchange Com- 
the matter McKesson Robbins, 
Inc., 1939, (United States Govern- 
ment Printing Office, Washington) 30. 


designating all types receivables 
the balance sheet. Trade 
ables are usually described 
counts Receivable—Customers” and 
“Notes 
that when reports are prepared 
reputable accountants there 
mally question about the character 
the accounts involved. 


Two Tests Make 


the absence trustworthy ac- 

countant’s certification and spe- 
cific terminology, recommended 
that the following interrogative test 
put the total the receivables 
shown: 


Are all accounts and notes re- 
ceivable owing from trade custom- 
ers only? 

Accounts and notes stockholders, 
directors, officers, partners, em- 
ployees, subsidiaries, affiliates, and 
all other interests not identifiable 
normal trade customers should 
segregated from the total 
those accounts and notes represent- 
ing the unpaid balances sales 
clientele, which should regarded 
true trade receivables. 

the balance sheet total 
trade accounts receivable made 
entirely debit balances owing 
from trade customers with off- 
sets for credit balances the ac- 
counts other customers 

Not infrequently, 
statements, the total trade ac- 
counts receivable will stated net 
such credit balances may ex- 
ist customers’ accounts the 
statement date. There jus- 
tification for this practice and 
contrary good accounting pro- 
cedure. The credit balances repre- 
sent obligation supply goods 
funds interests that differ 
from those. making the total 
the debit balances. They are there- 
fore form debt and should 
properly shown such. 
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offset them against other accounts 

receivable not 

total debt the statement date but 
also understates the true amount 
oustanding receivables. 

Why, may asked, should 
much care taken insure segre- 
gation trade receivables from other 
receivables? the total shown 
current expected turned into 
cash within twelve-month period, 
what difference does make whether 
the itemized description exactingly 
accurate not? 

There are two major aspects the 
importance this distinction the 
analyst. First, the mere nature and 
receivables may have 
bearing the value represented. 
Advances officers and employees, 
for instance, the whole and 
average, cannot viewed with the 
same degree dependence receiv- 
ables owing from trade customers. 
The failure the business might defi- 
nitely diminish the collectibility ac- 
counts owing from officers and em- 
ployees though ordinarily should 
way affect the debt-paying ability 
trade customers. segregation 
receivables source and na- 
ture, the analyst better able esti- 
mate his own satisfaction the valid- 


ity the expectation full 


tion within current period. 


Not Trade Picture 


the second place, the divorce- 

ment trade receivables from 
other types receivables enables the 
analyst make more effective use 
ratios and proportions means 
evaluating the receivables asset. Usu- 
ally, trade receivables constitute the 
greater part total receivables under 
any conditions and thus the question 
their value normally supersedes 
importance the consideration the 
value other types. the total 
trade receivables not distorted 
the inclusion extraordinary ad- 
vances and accounts non-trade 
nature then there are certain analyti- 
cal devices which may used ad- 
vantage appraising the condition 
trade balances. For this reason alone 
essential the analyst that 
distinction drawn. 

long trade receivables are de- 
cut out and set clear and 
distinct from other receivables 
particularly germane our dis- 
cussion this point into the 
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ables should classified the bal- 
ance sheet. prevent the matter 
from being left dangling, however, 
might say that feel the deciding 
able current non-current clas- 
sification should whether not 
will converted into cash the 
ordinary course business within 
twelve months from the statement 
date. stress the phrase “in the 
ordinary course business” because 
our definition current asset 
draw distinction between ac- 


count that being con- 
verted during current period and 
one that normally will converted. 
Thus marketable securities were 
purchased investment for in- 
come purposes, should favor their 
the funds invested are not intended 
used financing current opera- 
tions during the next twelve months. 
the other hand, marketable se- 
curities were purchased tempor- 
ary lodging place for seasonally ex- 
cessive cash balances, should place 
them among the current assets—the 


and 
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Boats the class are built and manned for 
specialized job our National Defense. Tests 
under tough practical conditions have proved 
boats and personnel worthy—with power and 
speed spare. 

Repeated tests have proved protection 
eminently fit for its job, too. Men and methods 
guarding clients against the constant threat 
loss are worthy their steadily increasing 
trust. field offices working close coopera- 
tion with 9500 experienced local agents make 
the specialized services readily available 
all parts the country. 
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funds invested will ordinarily 
employed carrying the current 
activities the business within the 
succeeding period. 


Will the Accounts Paid? 


and notes receivable 
from officers and employees and 
others identified with the business 
might well found warrant 
current classification under strict 
application this definition they 
ordinarily liquidatable during cur- 
rent period. However, more 
conservative make exception 
receivables owing from those whose 
debt-paying ability dependent 
measure the continued welfare 
the creditor business and exile such 
obligations the non-current section. 
similar consideration applicable 
some extent accounts and ad- 
vances owing from subsidiaries and 
affiliates. They may qualify cur- 
rent the normal course events 
they will find their way cash with- 
twelve-month period. Here too, 
however, the conservative principle 
applies that the collapse the parent 
company likely result the 
weakening collapse its entire 
family and, the absence excep- 
tional circumstances, favor the 
classification all receivables from 
subsidiaries and affiliates the non- 
current group. Exceptional circum- 
stances may frequently warrant 
modification this general precept 
all practical fairness company’s 
current position. affiliate, for in- 
stance, may purchase good part 
the output business regular 
terms and may itself sound 
financial shape. Obviously, would 
penalizing the creditor business 
undue extent throw out its 
current assets the normal current bal- 
ance owing from the affiliate reg- 
ular merchandise sales. 

important consideration re- 
lationships this kind the extent 
the creditor company’s control over 
the policies the affiliated unit. 
Where majority interest held, the 
parent company may manipulate its 
transactions with the subsidiary 
excessive sales, exorbitant pricings, 
other devices, and hence desir- 
able that extraordinary attention 
directed intercompany relations 
connection this kind. 

INCE trade receivables are literal- 

logical step relate the amount 
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trade receivables outstanding the 
close period the total sales 
goods over the course the period. 
thus establish the proportion 
uncollected sales total sales and 
have means estimating whether 
the uncollected portion abnormally 
excessive. Lacking the sales factor, 
have way knowing whether 
the unpaid sales the close 
period are unduly high favorably 
low. comparing the relationship 
shown with what feel should 
the proper relationship, can de- 
termine the extent, any, which 
the year-end receivables are exces- 
sive. comparing this relationship 
from one statement date another, 
can determine whether there 
tendency for larger and larger por- 
tion sales remain unpaid each 
year-end whether the trend 
the opposite direction. 

The inherent relationship receiv- 
ables sales customarily expressed 
for analytical purposes the ratio 
sales receivables. The ratio com- 
puted dividing the total sales for 
period the trade receivables out- 
standing the close the period. 
Thus the sales for year were 
$100,000 and $10,000 trade re- 
ceivables were shown the balance 
sheet the close the year, the 
ratio sales receivables would 
$100,000 $10,000 10. Since 
odd figures are usually involved the 
ratio may carried out two places 
for exactness, 10.00 for statis- 
tical convenience simply 1000. 


Ratio Receivables Sales 


believe, however, that the re- 

lationship can expressed far 
more effectively the ratio re- 
ceivables sales. Just saying 
that the sales receivables ratio 
1000 that sales were times re- 
ceivables not nearly expressive 
saying that 10% total sales were 
uncollected the year-end. The lat- 
ter invokes instantaneous mental 
reaction and facilitates ready con- 
ception comparative relationships. 
Hence are favor computing 
the ratio the example given 
dividing receivables $10,000 
sales $100,000 produce rela- 
tionship 10% for statistical pur- 
poses, simply ratio 10. 

expressing year-end receivables 
annual sales, find but obvious 
extension this logical reasoning 
arrive still more practical ex- 


pression the relationship view- 
ing the unpaid receivables terms 
the number days’ months’ 


sales they represent. 10% the 
sales for the year are uncollected 
the year-end, plain that receiv- 
ables represent 10% months’ 
sales sales for 1.2 months that 
they represent 10% 365 days’ sales 
sales for 36.5 days. This 
helpful way regarding the size 
outstanding receivables endows 
the total with striking practical sig- 
nificance. 


Development the Established 
Ratio 


inverted computation the 

less meaningful sales receiv- 
ables ratio, which has become fairly 
was 
evolved part from the desire 
have all ratios move upward indi- 
cate improvement and move down- 
ward show retrogression, and 
part from the desire produce re- 
lationship indicating the “turnover” 
receivables similar the turnover 
obtained relating average inven- 
tories the cost sales for period. 
desired have all ratios move 
the same direction denote the 
same trends for the purpose com- 
puting unified ratio index for 
other special purposes, simple 
matter construct special inverted 
relationship. The advantages 
gained from viewing receivables 
uncollected percentage sales 
should not sacrificed for the sake 
maintaining inverted relation- 
ship for exceptional index use. 

fallacious regard the ratio 
necessary assume that collections 
receivables exactly parallel sales 
activity but also that the year-end re- 
ceivables represent the average out- 
standings for the period. Collections 
must parallel sales activity because 
attempted determine the number 
times that receivables are “turned” 
collected using the sales figure 
rather than the actual amount col- 
lections received. 
ables must represent average out- 
standings because the sales factor 
the relationship covers the entire year 
and the receivables factor must also 
indicative condition that pre- 
vailed throughout the year 
comparable basis. Neither 
assumption, course, necessarily 
true and therefore the sales receiv- 
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ables ratio should not interpreted 
represent the “turnover” re- 


The Computation Receivables 
Turnover 


compute the turnover trade 
receivables reasonably ac- 
curate way need one factor 
the relationship the total collections 
receivables during the year and 
the other the average amount re- 
ceivables outstanding throughout the 
course the period. The first may 
obtained adding the total 
the trade receivables outstanding 
the preceding year-end (exclusive 
reserves) the total amount net 
charge sales for the year and then de- 
ducting from this combined total, the 
amount trade receivables outstand- 
ing the close the year (also ex- 
cluding reserves) plus actual bad debt 
charge-offs during the period. 

illustrate, gross trade receiv- 
ables the balance sheet the close 
1938 aggregated $15,000, net 
charge sales $80,000 during 1939, re- 
ceivables $10,000 the close 1939, 
and $1,000 bad debts were written 
off during the year, should com- 
pute the cash collections receiv- 
ables during the year follows: 


Gross balances, beginning 


Additions during year from 

net charge sales ....... 80,000 
Opening balances plus net 

$95,000 
Less: 


end 


Bad debt charge- 

1,000 11,000 
Cash collections 

$84,000 


essential the absolute ac- 
curacy this computation that the 
following points observed 

Valuation reserves should ig- 
nored connection with both the 
opening and closing balances 
outstanding receivables and the 
gross total should used both 
instances. 

Charge sales only should used 

additions for the period. 

audit report the max- 

imum use should contain 

breakdown sales show this 

figure suggested Chapter II. 

The charge sales used should 


net returns and allowances. 
The accounts customers will 
have been credited with these items 
and therefore they should elim- 
inated from the additions made. 

Bad, debt charge-offs should rep- 
resent actual charge-offs and not 
the operating provision for bad 
debts unless happens that both 
are the same. 


Determining Average Receivables 


other factor the relation- 
ship represents the average 
thirteen month-end balances gross 


trade receivables. These thirteen fig- 
ures are made the total trade 
receivables (before deducting reserves 
and assigned discounted items) 
shown the balance sheet the pre- 
ceding year-end plus the gross bal- 
ances outstanding the end each 
the ensuing twelve months. 
mentioned Chapter II, supplemen- 
tary financial details this kind 
should made part every com- 
plete audit report submitted for cur- 
rent credit purposes. 

Now that have established the 
two factors necessary the computa- 


Then you telephoned... 


strange street, blinding headlights, unavoidable accident, some 
one injured. The emergency ride the hospital, policeman’s 
whistle screeching. Then you telephoned the Standard agent 
one thousands throughout America. 


Relief! For suddenly you realize the full value your Standard 
automobile insurance policy. Perhaps the accident isn’t serious 
after all. But Standard acts protect your interests, and, lawful 
claims result, pays damages the limits your policy. 


Standard Service, Standard Selective Ratings and the Safe Driver 
Reward all combine provide utmost security low cost. 


Your Standard agent broker can help you develop sound defense 
against loss due automobile accidents; burglary; embezzlement; 
injuries you, your employees the public; and similar hazards. 
You are safer every way his hands. 


STANDARD ACCIDENT INSURANCE COMPANY 
Standard Service Satisfies...Since 1884 
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tion the turnover receivables, 
have only divide the total cash col- 
lections receivables for the year, 
determined the first step, the 
average monthly balances outstand- 
ing, arrive estimate the 
number times the receivables asset 
was turned collected during the 
year, “the turnover receivables.” 

This relationship, our mind, 
something entirely different from the 
year-end receivables the 
sales for the period. Here have 
the story the average collection ex- 
perience the business throughout 
the course the year and more 
accurate indicator the average 
length time that requires for re- 
ceivables turned into cash. The 
ratio year-end receivables sales 
merely expression the extent 
which sales for the year remain un- 
collected and useful primarily 
gauging balance sheet condition that 
exists given date. 

Since the turnover receivables 
reflects credit and collection poli- 
cies throughout the course the year 
and the quality average receiv- 
ables, more significant factor 
the credit analyst than the ratio 
year-end receivables sales, particu- 
larly from the standpoint going 
concern. However, because the 
ease with which the latter relationship 
computed and because does place 
the receivables the balance sheet 
perhaps more practical analytical 
device use under ordinary con- 
ditions. 


Computation Receivables 
Sales 


computed simply dividing the 
total the trade receivables out- 
standing the close period 
the total net charge sales for the 
period then ended. 

The sales factor the relationship 
should represent net charge sales 
figure arrived deducting returns 
and allowances only from gross sales 
merchandise credit. Since re- 
turns and allowances have been elim- 
inated from the total outstanding 
receivables credits customers’ 
accounts, proper that they should 
omitted from the total charge sales 
the period. 

better use charge sales 
rather than the total all sales be- 
cause fluctuations the proportion 
cash sales total sales will vitiate 
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some extent the significance 
changes the relationship year- 


end receivables total sales. il- 
lustrate, total sales volume for both 
1938 and 1939 might exactly the 
same $100,000 and $15,000 
receivables were outstanding the 
close 1938 and only $10,000 the 
close 1939 then improvement 
would shown the ratio re- 
ceivables sales from 15% 10%. 
However, cash sales, the same 
time, advanced from 10% total 
sales 1938 50% 1939, actually 
20% credit sales $50,000 for 
1939 would remain uncollected the 
close the year, comparing unfavor- 
ably with but 17% credit sales 
$90,000 outstanding the close 
the preceding year. 

The receivables factor should rep- 
resent the gross total trade ac- 
counts and notes receivable before the 
deduction reserves for bad debts, 
discounts, freight, for any other 
purpose. The charge sales total was 
created accumulation gross 
charges trade customers and there- 
fore the relationship would dis- 
torted reducing the gross amount 
the remaining receivables vari- 
ous valuation reserves. 

Similarly, all sold discounted 
trade receivables should added 
back the year-end total unless they 
were transferred entirely without re- 
course. 


Receivables Discounted With 
Recourse 


long the business responsi- 

ble for any loss that might 
sustained the realization receiv- 
ables, there material difference 
the strength the balance sheet 
whether the receivables are borrowed 
against indirectly carrying them 
the balance sheet and issuing direct 
obligations, whether they are bor- 
rowed against directly selling, 
assigning, discounting them with 
others with recourse. The analyst 
should realize this fully and setting 
balance sheet for comparative 
purposes should show the total 
all outstanding trade receivables 
which the business must carry the 
risk among the current 
assets with corresponding offset 
among the current liabilities for the 
portion the total that has been sold 
discounted with others with re- 
course. this way, the receivables 
factor the ratio year-end receiv- 
ables sales will properly include all 


outstanding balances which originally 
went into building the sales factor 
(and which the business continues 
carry the risk realization) and, 
the same time, more conservative 
view will taken total liabilities. 
Why should business permitted 
improve its analytical position 
selling discounting its receivables 
with recourse show more favor- 
able ratio receivables sales and 
reduced total direct indebted- 
ness? The liability the business 
the purchasing discounting 
agencies more limited the 
realizable value the receivables 
transferred than would the re- 
ceivables were continued the bal- 
ance sheet and direct obligations is- 
sued for the funds carry them. 

From one standpoint might 
advanced that the mere fact that the 
receivables were acceptable pur- 
chasing discounting agencies 
healthy indication their quality and 
that the liability the business for 
the funds received the sale dis- 
count may properly considered 
there little likelihood that the busi- 
ness will have called for addi- 
tional funds repay these obliga- 
tions. the other hand, might 
pointed out that the purchasing 
discounting agencies will prone 
pick out request the more accept- 
able notes and accounts for the pro- 
tection their specific advances and 
that new remaining general credit- 
ors may left dependent those 
that are less likely realized 
speedily fully. 


Interpretation Receivables 
Sales 


AFTER correctly com- 

puted the ratio receivables 
sales dividing the gross total 
all trade accounts and notes receiv- 
able outstanding the year-end, and 
which the business carries the risk 
realization, the net total all 
charge sales for the year, how are 
interpret the significance its size 
trend? 

course, when the ratio moves 
upward from one period another 
have reason assume that the 
year-end receivables are slower and 
less satisfactory shape and, con- 
versely, when downward tendency 
evidenced there reason feel 
that payments have been made more 
promptly and that improved con- 
dition exists. However, lend real 
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meaning the size and trend the 
ratio should arrive some theo- 
see how far the actual ratio varies 
from this desired standard. The first 
requirement toward this end 
thorough knowledge the terms 
sale under which the outstanding re- 
ceivables were created. 

fairly general practice among 
manufacturers and wholesalers al- 
low attractive cash discount 
charge sales payment made with- 
days within some other spe- 
cified anticipatory period. Obviously, 
all financially responsible debtors will 
endeavor avail themselves this 
slow payments far excess nor- 
mal annual rate interest for bor- 
rowed money and, many instances, 
the discount received quite im- 
portant factor the purchaser’s in- 
come account. Therefore, busi- 
ness made all its charge sales sub- 
ject to, say, cash discount for 
payment within days and sales 
were reasonably uniform throughout 
the year, might set ideal 
standard relationship receivables 
sales only days the close 
any one day during the year 
something less than annual 
perfect ideal were achieved, under the 
conditions mentioned, would mean 
that all outstanding receivables were 
within their discount period and sug- 
gest that the total was owing from 
thoroughly responsible debtors. 

practical matter, however, 
could hardly hope for such abnor- 
mally active relationship and per- 
haps more realistic standard might 
based not the cash discount 
period but the period beyond 
which credit sales are considered 
past due. Thus terms were 2%, 
days, net days, just days 
net, then could set our standard 
for the ratio receivables sales 
the close any one day the equiva- 
lent days’ sales approximate- 
annual sales. The extent 
the variations above below this 
desired ideal would indicate the weak- 
hess strength the actual case. 


also considerable assistance 

interpreting the ratio receiv- 
ables sales make comparison 
the relationship among companies 
operating the same field and facing 
reasonably similar conditions. The 
Robert Morris Associates, Dun 
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Bradstreet, various trade associations, 
business schools, and others, have 
made available the credit analyst 
through trade statement studies 
invaluable means comparing the 
proportions individual balance 
sheet and operating statements with 
the proportions shown number 
companies throughout the country 
the same line business. 
important, however, that these trade 
standards viewed the proper 
light they are not infallible yardsticks 
but merely general guides the pro- 
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portions characteristic abstract 
average concern given industry. 
should realized that rarely, 
ever, will two concerns operate 
identical manner and under identical 
conditions every respect and that 
due allowance must made for 
normal resultant variation. 
Incidentally, abnormally low 
ratio receivables sales com- 
parison with preceding periods 
comparison with trade standards sug- 
gests the possibility that some por- 
tion the (Contd. 48) 


Preserve VALUES FOR ALL 


every town America there Home-Town Agent 
representing Fireman’s Fund, watching risks spot- 
guarding property values. For whose 
Certainly, and for youts! For when your 
Home-Town Agent provides sound insurance for your 
neighbor adds your protection 
bilize your community against irreparable disaster. 


helps sta- 
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Building Dealer Good Will 


(Con’t from 16) and for various 
other purposes, such home im- 
provement. Many these loans are 
secured capital stock, though from 
time time the company makes un- 
secured loans but such loans are en- 
dorsed employees high credit 
standing. 

Despite the extensive business op- 
erations, there have been losses, 


organization usually have intimate 
contact with each dealer, and they 
are well qualified judge his ca- 
pacity and reliability, and recom- 
mend the desirability financing 
his 

There is, course, close coopera- 
tion with the wholesaler firm’s credit 
department. But already indicated, 
the employes company entirely 


PROCEDURE 
For completing installment 
EXAMPLE 
Assume the cash selling price $179.00 
and the purchaser makes a down payment ol.............. 19.00 
Leaving unpaid balance $160.00 


If the purchaser expresses a desire to pay this bal- 
ance at at the rate of $9.00 per month the finance 
charge will be found opposite the unpaid balance 
of $160.00 and under the $9.00 column. You will 


Arriving at the total of the purchaser's contract or 
$180.00 payable in 20 monthly installments. The 
last installment is always adjusted to the balance 
then remaining due. 


CHARGES OVER $300.00 


This chart covers unpaid blances $300.00 only. the 
unpaid balance on a contract is more than $300.00, the rate 
is 6% per annum, or 44% per month. 


Finance rate—24 months, per month 12% 
By multiplying. secure the finance charge of.............. $ 60.00 


UNEVEN BALANCES 


If the unpaid balance is an amount not appearing in the left 
hand column of this chart. use the nearest unpaid balance to 
determine the charge. 


LAST PAYMENT 


The final installment of a contract may be more or less than 
the other payments so that the total installments do not ex- 
ceed the unpaid balance plus the finance charge. 


DEFERRED PAYMENT CHART 
Effective August 1941 


FINANCE 
DIVISION 


Salt Lake City 


These Rates Include Insurance Features 
See Presentation Book 


with one single exception which 
hardly worth mentioning. This re- 
fers washing machine contract 
financed employe who has 
since left the company. Subsequently, 
however, the loan value 
covered, 

The company’s financing service 
has been especially welcomed many 
our dealers home appliances. 
Their financing consumer instal- 
ment sales can handled through the 
company Satisfactory basis, and 
with maximum protection, since the 
dealer assumes full responsibility for 
instalment collections. course, the 
character and capacity the dealer 
are important considerations. 
difficulty experienced this regard 
because these dealers are well known 
us. Salesmen and others the 
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separate entity, and its operations are 
not directly related that the 
wholesale hardware business. 
EALERS appreciate the financing 
service afforded the employes 
company. has proven wonderful 
good-will builder, and hence has led 
continuance satisfactory business 
relations for all departments the 
hardware business. 

More less inter-related with the 
building dealer good-will the de- 
veloping loyal personnel organi- 
zation. Personnel turnover has been 
very small indeed. Our 20-odd sales- 
men average years service. 
Some have been with for more 
than years. Girls our office 
average years service. Among 
our many employes have men 
the warehouse and office whose 


average service years. 

The intrinsic value such ex- 
perienced and loyal organization, and 
the emphasis have given 
dealer service, fully reflected the 
uninterrupted record profitable 
business operation. Even during the 
so-called depression years the firm 
has prospered and expanded. All 
through the difficult years the de- 
pression grew, adding many new 
lines, increasing our inventory, our 
sales and the number employes. 
fact, some the best business was 
done during the years the depres- 
sion. 

There question that the prac- 
tice well the spirit the firm’s 
personnel program has contributed 
small measure this rate 
growth, and today more than 
ever proving potent factor rela- 
tion the large aspects manage- 
ment and customer good-will building. 

The employes operate another insti- 
tution with net worth over $5,- 
000.00 known The Strevell-Pater- 
son Mutual Benefit Society which 
provides Life Insurance, Hospitaliza- 
tion and Surgical Insurance, main- 
tains salaries employes because 
disability and provides most every 
kind assistance where lift 
needed—but that another story. 


Rochester host 
Tri-State C-men 


Rochester—A full program and line-up 
star speakers has been announced for 
the 27th Annual Tri-State Conference 
District No. NACM, which will 
sponsored the Rochester ACM the 
Hotel Seneca here, Oct. 16-18. 

After social get-together Thursday 
evening, the business sessions will begin 
Friday morning and continue through Sat- 
urday morning. The Tri-State banquet, 
which NACM Executive Manager, Henry 
Heimann, will speak, scheduled for 
Friday evening, and other plans are being 
made for entertainment credit women 
and the wives delegates. 

Credit executives from Albany, Bing- 
hamton, Buffalo, Elmira, Harrisburg, 
Jamestown, Newark, New York, Philadel- 
phia, Syracuse, 
attendance. 


Miss Cottrell resigns 


Binghamton—R. Thelma Cottrell, who 
served Secretary the Triple Cities 
ACM, resigned early September ac- 
cept position connected with the National 
Defense Program. Miss Cottrell was also 
Secretary the Credit Women’s Club, 
affiliated with the local association, which 
covers Johnson City and Endicott, well 
Binghamton. 


and Utica will 
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(Con’t from 32), 234 579) 
said 

“We are satisfied that the presence 
corporation within state neces- 
sary the service process shown 
when appears that the corporation 
there carrying business such 
sense manifest its presence with- 
the State, although the business 
transacted may entirely interstate 
its character. other words, this 
fact alone does not render the cor- 
poration immune from ordinary proc- 
ess the courts the State.” 

other words, foreign corpora- 
tion may the state for service 
process purposes even though 
not engaged interstate local busi- 
ness which would require become 
qualified licensed such state. 

Service process usually set 
aside where the activities foreign 
corporation are limited the sale 
goods interstate commerce, through 
the solicitation orders the foreign 
state, which are forwarded the 
home office the corporation for ap- 
proval and shipment. For example, 
the Jones Corporation with its home 
and manufacturing plant 
New Orleans, Louisiana, sells its 
products through the United States 
traveling salesmen, each without 
specific sales territory. All orders 
taken the salesmen are stamped 
“subject acceptance the home 
office New Orleans.” such 
factual situation, state cannot gen- 
erally get service process for- 
eign corporation. 


HERE, however, the soliciting 
agent, addition soliciting 
orders interstate commerce which 
are approved out the state and 
filled there, has authority carry 
other activities, such the collec- 
tion accounts, the adjustment 
disputes, etc., service process 
foreign state has been upheld. 

The sale and installation ma- 
chinery whether the course in- 
terstate commerce not, coupled 
ice, are uniformly regarded “doing 
service process upon the corpora- 
tion, when such service made. 

While there appears deci- 
sion concerned solely with the plac- 
ing foreign corporation’s name 
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Are You Selling Foreign States? 


which not licensed, practically 
every case, where the presence the 
name door was pointed one 
the indications doing business, 
the service was held good. 
Therefore, foreign corporation 
contemplates opening office 
foreign state where not licensed 
and places its name the door, 
may reasonably anticipate that its ac- 
companying activities will such 
that service process upon within 
that state will upheld the courts 
there. The same may said with 
respect the placing unlicensed 
foreign corporation’s name the tele- 
phone directory. 


foreign corporation contem- 

plates maintaining office 
state which not authorized 
business, may anticipate that 
may properly required defend 
suit that state process served 
upon there, practically all the 
cases recent years concerned with 
the maintenance office have held 
that service process was valid un- 
der circumstances where office was 
regularly maintained. 


recent development that may 
point the way for increased liability 
for sales and use taxation, involves 
transaction where foreign corpora- 
tion sold merchandise customer 
Iowa conditional sales con- 
tract. The foreign company sent its 
salesman from Chicago into Iowa 
where secured order for mer- 
chandise which was subject ac- 
ceptance the home office Chi- 
cago. The Chicago office accepted 
the order and sold the merchandise 
the Iowa customer conditional 
sales contract. protect itself, the 
Chicago seller recorded the chattel 
mortgage the State Iowa the 
county which the buyer was lo- 
cated. The county recorder notified 
the Iowa Tax Commission the re- 
corded mortgage and the Commis- 
sion attempted attach the property 
secure the collection the Iowa 
use tax the foreign company. Un- 
der this situation, should noted 
that although the State Iowa does 
not have jurisdiction over the foreign 
seller for service process purposes, 
may able compel the foreign 
seller collect the use tax due 
the fact that has property the 
state which may attached. 


You Judge Fire 
Insurance Company Its 


weathers the financial storms for more than 


not necessarily sign wisdom, but 
when old company successfully 


century, real proof wise management. 

For 105 years have steadily gone for- 
ward. Conservative operating practices have 
enabled survive the many and 
disasters those years, yet today are 
stronger financial position than ever before. 


BERKSHIRE MUTUAL 
FIRE INSURANCE COMPANY 


Pittsfield, 1835 


October, 1941 
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Plan for Setting Credit Limits 


(Con’t from 19) objections, which 
might raised against the use 
credit limits. Foremost the list, 
the claim that operate this plan 
successfully, the credit limit must 
constantly revised, procedure that 
costly and burdensome. 
claimed that after gathering all data 
necessary the establishment 
limit, conditions might change over 
night, speak, which would ne- 
cessitate the change the limit. 
Again, what value are credit lim- 
its, when especially attractive order 
received, which exceeds the limit 
placed. Another objection raised, 
that this procedure might embarrass 
the firm, the customer might har- 
bor ill will, informed his 
credit limit which, his estimation, 
might smaller than the limit ex- 
tended other firms competitors. 
Furthermore, delegating authority, 
which the use credit limits makes 
possible, the manager might lose the 
close contact with the customer. All 
the foregoing objections are 
particular significance, and think the 
best rebuttal the fact that credit 
limits are extensively used busi- 
ness today either recorded form 
the mind the one charged 
with the credit responsibility, that the 
disadvantages trivial when 
weighed against the benefits derived 
from their use. 

now come the third part 
our subject. There remains an- 
swer “How set credit limits” 
“To how much dollar credit 
firm entitled.” 

Primarily, all the factors used 
determining satisfactory credit 
risk, must also used evaluing 
the amount credit customer 
should receive and others requiring 
special emphasis will mentioned. 
Among terms sale, pres- 
ent financial condition customer, 
length credit period and customer’s 
requirements, his particular line 
business and type organization. 
Consider for moment the length 
credit period. One can conceive that 
might hazardous, while the same 
amount ten thirty day basis 
might justified the basis the 
shorter period, the debtor having full 
knowledge that payment must met 
within the prescribed terms. This 
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knowledge, believe, would have the 
tendency prevent overstocking, al- 
though the credit manager must all 
times give full consideration the 
debtor’s requirements, not 
restrict his capacity have rapid 
turnover. 


Wide Variations Found 


EFORE proceeding called 

scientific method determining 
credit limits, interesting note 
what are some the prevailing prac- 
tices this regard and see how 
they vary other phase 
credit extension does there seem 
wide divergence this question 
the amount the “limit.” One 
common method allow much 
credit others the same line 
business, which can seen from 
trade and Interchange reports. This 
merely following the judgment 
someone else and may right 
wrong. Another method start 
customer with nominal amount, 
perhaps arbitrarily determined and 
occasionally raise the amount long 
the customer discounts pays 
maturity. 

Still another method though sim- 
ilar, allow amount equal 
one week’s sales and after the debtor 
has established satisfactory pay- 
ing record, the credit limit can 
enlarged cover longer period 
time. Some firms set virtually 
credit limit, long the customer 
discounts pays promptly, but, ob- 
viously, those accounts 
watched carefully. Certain firms rely 
mercantile agency reports and here 
again this method may may not 
good, due the fact that their 
ratings are set the agency officials 
who have particular interest the 
risk and their judgment does not al- 
ways coincide with that the credit 
manager. 

The method which might consid- 
ered scientific calculation based 
upon the relative proportion which 
the credit grantor’s goods bears the 
total customer’s inventory. ex- 
ample, suppose the working capital 
$50,000.00 and your goods con- 
stitute 1/15th the total stock 
$150,000 the credit line would 
stated, 
have Y/T where 

C—amount working cap- 


ital 

T—total stock merchandise 
carried 

Y—value the proportionate part 
your goods constitutes the total 


inventory 
Substituting values, have 
$10,000.00 
$50,000 equals $3,333 


$150,000.00 

The method just described rec- 
ommended Stanley Brewster, 
member the New York bar and lec- 
turer finance the New York 
University, his book “Analysis 
Credit Risks.” 

further points out that this 
method theoretically well founded, 
but that not strictly observed 
practice, for two main reasons: 

human element al- 
ways present and natural 
characteristic human nature 

“take chance” some degree, 

and 

cult even approximate the ratio 
that your goods will constitute, 
the entire stock, although credit 
man long experience par- 
ticular business can quite accu- 
rate this respect. 

conclusion, not wish you 
consider this discussion pre- 
sented authority the subject 
because only credit man like 
yourself. necessity, has been 
limited scope and confined gen- 


Your back order 


Keep your temper gentle Sir, writes the 
manufacturer 
Though your goods are overdue, for 
month maybe two, 
help it, please don’t swear, Labor’s 
scarce and metal’s rare 
Can’t get steel, can’t get dies, these are 
facts, tell lies. 
Harry’s drafted, Bill, all our work 
now uphill, 
your order, we’re afraid, may still 
bit delayed 
But get it, don’t vexed, maybe 
this month, maybe next 
Keep hoping, don’t say die, fill 
your order and by. 
—Anonymous. 


Muskegon vs. Grand Rapids! 

Muskegon, Sept. the Mus- 
kegon credit men and the Grand Rapids 
credit executives met the fairways 
the Muskegon Country Club special 


golf match between the memberships the- 


two associations. special chicken din- 
ner closed the highly successful day’s ac- 
tivity. 
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Ceiling 


(Con’t from 20) strategic raw ma- 
terials through the various companies 
established the RFC accumu- 
late surpluses. 

The government present has also 
two other “weapons,” but understand- 
ably these have not sufficed and never 
will. 

The first the excess profits tax. 
This does not answer the purpose be- 
cause allowing prices rise with the 
hope recapturing the profits il- 
lusory. 

The second “weapon” improved 
control government purchasing. 
That has been done. But who can 
believe that when purchases are in- 
creasing day day furious rate, 
the means control can very effi- 
cient under the stress emergency 

Also required the sound financial 
conduct government during such 
come tax rates corporations and 
individuals. This means, however, 
that all wage earners should pay some 
direct income tax. The burdens 
war cannot restricted certain 
groups only. 

Likewise need policy fre- 
quent and more flexible collection 
income taxes. This will accom- 
plished some degree through tax 
anticipation certificates. 

require also the imposition 
excise taxes wherever they are es- 
sential the reduction competi- 
tion with defense needs. 

must have the sale bonds 
individuals and corporations rather 
than banks. Thereby drain off 
war-stimulated earnings. 
duces competition for goods, helps 
hold down the price level, and pro- 
vides comfortable backlog for the 
postwar period when bonds are re- 
deemed and cash can applied for 
the purchase goods from factories 
that longer have war orders 
keep their workers and their machines 
busy. must also watch the trend 
prevent the development exces- 
sive credit inflation. 

short, nation faced with 
emergency such has been pro- 
claimed for the S., must make 
sacrifices all aspects its economic 
activity. 

The full import over-all price 
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ceiling this: Not only must the 
earnings industry hold line, but 
also the earnings Farm 
products cannot allowed reach 
some so-called parity price level 
the same time that industrial prices 
are controlled. The industrial wage 
earner foots the farmer’s bill that 
happens. Shipping costs must re- 
strained, but that applies also the 
raw materials that are the products 
our mines. Interest rates cannot 
given the green light and certainly 
rents must held reasonable 
levels. 

Finally, the cost government 

must held check. defense 
costs are rising, that may unavoid- 
able—but there excuse for 
increase non-defense costs. 
people are being asked sac- 
rifice for national defense. Our rep- 
resentatives Congress should 
less. Non-defense expenditures are 
the place cut. Now the time. 

the living room our national 
economy, rising prices are “as thick 
flies.” better attack the 
problem closing the window and 
reaching for the spray gun than 
scurry around with fly swatter! 


Ceiling 
Prices? 


(Con’t from 22) plan would bene- 
fit banks along with everyone else. 

The second reaction more seri- 
ous. may well happen that this 
World War may last long and 
big that country, even ours, 
can finance out savings, mat- 
ter how high the rates the govern- 
ment would pay. 

this should prove the case, 
inflation will have chosen 
the lesser two evils, the other be- 
ing defeat. 

have always been ardent ad- 
vocate stabilizing the purchasing 
power the dollar; that is, stabiliz- 
ing the general level prices; that 
is, preventing inflation and deflation. 
But, have always realized that such 
stability impossible war big 
enough break down. That 
exactly what now fear. this war 
grows greater and greater well 
longer and longer, must confess 
that the problem preventing in- 
flation will simply insoluble un- 
less call general rationing solu- 
tion. 


PREPAREDNESS 


PREPARDNESS not new 
word those responsible for the 
development Millers National 
the past, nor its present 
management. Policyholders’ se- 
curity has always come first its 
conduct business. 


today the financial statements 
both Millers National and its 
companion company, Fire, 
disclose these things—a high de- 
gree liquidity, strong reserves, 
high grade investments—all 
which are strong preparedness 
measures. 


Insurance Company 


ILLINOIS FIRE 


Insurance Company 
HOME OFFICE: CHICAGO 


Insist that your fire 
insurance bears these 
outstanding symbols 


COMPANY 


DEPENDABLE PROTECTION 
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NATIONAL 
FIRE INSURANCE 


Committees selected the New 

Orleans Credit Congress serve 

during the coming year. few 
Industries are not listed but their 
Committee personnel will com- 
pleted the near future. 

The Industry Committees are the 
official representatives their indi- 
vidual Industries the Association, 
where Industry matters are con- 
cerned; and they are charge 
plans and programs for the Industry 
Sessions the 1942 Credit Congress. 

Your Industry Committee mem- 
bers are anxious assist you any 
problems Industry nature that 
may occur. They will welcome any 
thoughts suggestions that you may 
care send them for consideration, 
and will especially appreciate your 
support promoting maximum at- 
tendance the Cincinnati Credit 
Congress next year. 


Advertising Media 

Chairman—Walter Lightbody, 
Chicago Tribune, Chicago, 

Vice-Chairmen—Mrs. Fisch- 
er, Christian Science Publishing So- 
ciety, Boston, Mass.; Judkins, 
Indianapolis News, 
Ind.; Arthur Wendering, Berke- 
ley Gazette Publishing Co., Berkeley, 
Cal. 

Treasurer—R. Gratzer, Courier 
Journal Times, Louisville, Ky. 
Automotive Petroleum Supply 

Wholesalers 

Chairman Henry Moorman, 
Valvoline Oil Co., Cincinnati, Ohio. 

Vice-Chairman—H. Swenson, 
Reinhard Brothers, Inc., Minneapolis, 
Minn. 

Bankers 

Chairman—Thomas Regan, Na- 
tional Bank Commerce, New Or- 
leans, La. 

Vice-Chairman—Arthur Moler, 


Commercial Credit Part 


(Con’t from 43) receivables may 
have been sold discounted. Satis- 
factory assurances should received 
the contrary before low ratio 
accepted evidence improved 
collection experience. 


The Weaknesses the Sales 
Ratio 


HERE are two primary weak- 
nesses the ratio year-end re- 
ceivables sales, have com- 
puted here, which make unwise 
place complete dependence the 
reliability the relationship shown: 
First, the trade receivables out- 
standing the close year usual- 
not arise from the sales the 
year whole but rather they con- 
sist principally the unpaid balances 
accounts and notes created during 
the last two three months the 
period. This means that the size 
total receivables the year-end 
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determined more the level activ- 
ity for the last quarter the year 
than the volume business 
for the year whole. 

Second, very frequently true 
that business will sell different 
products different terms even 
the same products different pur- 
chasers different terms. Thus the 
size trade receivables outstanding 
the close year not only de- 
pendent the manner which 
debtors comply with the terms sale 
but also upon the varying proportions 
the varying terms under which 
sales were made during the closing 
months the year. 

order that these deficiencies may 
sary that deeper approach made 
the problem. suggested method 
strengthening the analytical sig- 
nificance the relationship receiv- 
ables sales discussed during the 
course the following chapter. 


Committees 


Selections Made New Orleans 


Fifth-Third Union Trust Co., Cincin- 
nati, Ohio. 

Committee Frank Jerome, 
Seattle First National Bank, Seattle, 
Wash.; Fred Robertson, Cleveland 
Trust Co., Cleveland, Ohio; Harry 
Schieman, Chemical Bank Trust 
Co., New York, 


Brewers, Distillers Wholesale 
Liquor 

Brown-Forman 
Louisville, Ky. 
Vice-Chairman—Albert Wie- 


belt, Jackson Brewing Co., New Or- 
leans, La. 
Building Material Construction 
Chairman—H. Palmer, Detroit 
Steel Products Co., Detroit, Mich. 
Mosher Steel Co., Houston, Texas. 
Committee Hinton Blackshear, 
Willingham-Tift Lumber Co., Atlan- 
ta, Ga.; Patterson, Sherwin- 
Williams Co., Dallas, Texas; Harold 
Gloe, Morrison-Merrill Co., 
Salt Lake City, Utah. 
Cement 
Committee will announced later. 
Clothing, Men’s Furnishings, Dry 
Goods, Footwear, Ladies’ Wear 


Millinery 

Chairman—George McConnell, 
Munsingwear, Inc., Minneapolis, 
Minn. 


Vice-Chairmen—Frank Knapp, 
Endicott-Johnson Corp., Endicott, 
Y.; Aalfs Baker 
Mfg. Co., Sioux City, Iowa; 
Wimberley, Lee Dry Goods Co., Inc., 
Shreveport, La. 

Confectionery Manufacturing 

Chairman—A. Mader, Ameri- 
ican Chicle Co., Long Island City, 

Vice-Chairmen—Gordon Smith, 
Curtiss Candy Co., Chicago, 
Lawson, McCormick’s, Ltd., London, 
Ont., Canada. 

Drug Chemical 


Chairman—R. Rothhaas, An-. 


drew Jergens Co., Cincinnati, Ohio. 
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Johnson Johnson, Chicago, 

Committee—H. Guy Lyon, May 
Drug Sundry Co., Louisville, Ky. 
Mrs. Katherine Houser, Chapman 
Drug Co., Knoxville, Tenn.; 
Hajduk, Victor Chemical Works, 
Chicago, 

Ex-Officio—J. Roberts, Vick 
Chemical Co., Wilmington, Del. 
Electrical Radio 

Chairman—R. Rice, Manning, 
Bowman Co., Meriden, Conn. 

Hope, Jr., 
Crosley Corp., Cincinnati, Ohio. 

Committee Robert Fiske, 
Pittsburgh Reflector Co., Pittsburgh, 
Pa.; Richard Davis, General Elec- 
tric Supply Corp., Boston, 
Cummings, Westinghouse Elec- 
tric Supply Co., St. Paul, Minn. 
Food Products Allied Lines 

Manufacturing 

Chairman—Frank Wheat, Fed- 
eral Match Sales Corp., New York, 

Armstrong, 
Drackett Co., Cincinnati, Ohio 
Food Products Confectionery 

Wholesalers 

Chairman Harry Howland, 
Fargo Bakery Co., Fargo, 

Vice-Chairmen—T. Hendrick, 
Collins-Diezt-Morris Co., Oklahoma 
City, Okla.; Charles McCarthy, Lee 
Cady, Grand Rapids, Mich. 

Folger Co., Kansas City, Mo.; 
Wilson, Ritchie Grocer Co., 
Dorado, Ark.; Wright, John 


Scowcroft Sons Co., Ogden, Utah.. 


Furniture, Floor Coverings Home 
Furnishings 
Chairman—W. Bergman, Mar- 
ietta Chair Co., Cincinnati, Ohio. 
Foster Bros. Mfg. Co., St. Louis, 
Mo.; Striet, Striet Mfg. 


Cincinnati, Ohio. 


Committee Luneke, Grand 
Rapids Bedding Co., Grand Rapids, 
Mich.; Messer, Dohrmann 
Commercial Co., 
Calif.; Smith, Rosenfeld Co., 
Atlanta, Ga. 

Hardware Manufacturing 

Chairman—H. Riddick, Osborn 
Manufacturing Co., Cleveland, Ohio. 

Hudson Mfg. Co., Chicago, 

Committee—H. Hummel, Na- 
tional Screw Mfg. Co., Cleveland, 
Ohio; Joling, Knape Vogt 
Mfg. Co., Grand Rapids, Mich.; 
Lane, American Screw Co., 
Providence, 
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Hardware Wholesalers 

Chairman—G. Klippel, Van 
Camp Hardware Iron Co., Indian- 
apolis, Ind. 

Vice-Chairman Otto 
Kruse Hardware Co., 
Ohio. 

Committee—James Jones, De- 
catur Hopkins Co., Boston, Mass. 
David Smith, Kelley-How-Thom- 
son Co., Duluth, White, 
Stratton-Warren 
Memphis, Tenn.; Wilhelm, 
Union Hdwe. Metal Co., Los An- 
geles, Calif. 

Insurance 

Committee will announced later. 
Iron Steel 

Chairman—Paul Smalley, New- 
port Rolling Mill Co., Newport, Ky. 
Jewelry 

Committee will announced later. 
Machinery Supplies 

Chairman—G. Ripley, American 
Laundry Machinery Co., Cincinnati, 
Ohio. 

Vice-Chairmen—J. McKenna, 
Chicago Molded Products Corp., 
Chicago, Needham, Cater- 
pillar Tractor Co., Peoria, 

Meat Packing 

Chairman—Richard Dougherty, 
Geo. Hormel Co., Austin, Minn. 

Vice-Chairman (To chosen 
later). 

Committee—R. Carrier, Agar 
Packing Provision Corp., Chicago, 
Ill.; Richard Fried, Fried 
Reineman Packing Co., Pittsburgh, 
Pa. 

Paint, Varnish, Lacquer Wall- 
paper 

Committee will announced later. 
Paper Products Converters 

Chairman George Christianson, 
Hummel Downing Co., Milwaukee, 
Wisc. 

Vice-Chairman Wylie, Con- 
tainer Corp. America, Chicago, 

Committee—R. Burry, Wayne 
Paper Box Printing Corp., Fort 
Wayne, Ind.; Tuttrup, North- 
ern Paper Mills, Green Bay, 
Holmes, Lesh Paper Co., 
Indianapolis, Ind. 

Petroleum Refiners 

Committee will announced 
Plumbing Heating 

Chairman Frank Bigelow, 
Malleable Iron Fittings Co., Bran- 
ford, Conn. 

Vice-Chairman Everett Dickey, 
Mueller Co., Decatur, 

Committee—Miss Emily Davidson, 
Chicago Pump Co., Chicago, 


Burger, 
Cincinnati, 


Metzger, Crane Co., Cincinnati, 
Ohio; Harold Rooney, Grinnell 
Co., Toronto, Ont., Canada. 
Public Utilities 

Chairman—Harry Hahn, The 
Ohio Fuel Gas Co., Columbus, Ohio. 
Textile: 

Pischel, Joshua 
Baily Co., New York, 

Callaway, Jr., 
Crystal Springs Bleachery, Inc., 
Chickamauga, Ga. 

Committee—Arthur Macy, In- 
dianapolis Glove Co., Indianapolis, 
Ind.; Otto Dreutzer, Alms 
Doepke Co., Cincinnati, Ohio; 
James Mill, Mill Factors Corp., New 
York, 


Fidelity Surety Bonds 
Blanket Bonds 


Burglary Forgery 
Insurance 


NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN 
President 
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Presidents 


Eastern District 
Meet New York 


The annual meeting the Presi- 
dents the affiliated Associations 
the Eastern Division the 
National Association Credit 
Men was held the Hotel Commo- 
dore September 19th. the same 
time the Secretary-Managers the 
affiliated Associations the Eastern 
District also gathered for all-day 
session the Hotel Commodore. The 
Presidents and the Secretaries joined 
luncheon group noon but 
otherwise their discussions were ar- 
ranged separate programs. pic- 
ture the luncheon group shown 
the adjoining column. 

The Secretary-Managers and other 
staff representatives from affiliated 
local Associations attendance 
the Secretary-Managers meeting 
were: Baltimore, Geo. Lochner; 
Binghamton, Miss 
Boston, Joseph Paul; Newark, 
Whitney, who was Chairman the 
New Haven, Diet- 
ler; New York, Clarence Riegel, 
Raymond Hoff, Mortimer Davis, 
Cecil Hopkins; Philadelphia, Stanley 
Thomas; Providence, Henry Farrell; 
Rochester, Chas. Briggs, Jack Cogs- 
well; Syracuse, 
Tampa, Smith; Washington, 
Geo. Wilkinson; Wheeling, Ken- 


neth Pfeil. 


Those attendance the Presi- 
dents Conference and the Associa- 
tions they represented were: 

Albany, John Croker, Jr.; 
Bridgeport, Samuelson; Bal- 
Wm. Dodge; Boston, 
James Mawn; Hartford, 
Gustafson; New York, Harry De- 
laney; Pittsburgh, Sugden; 
Philadelphia, Charles Fernald; 
Rochester, Junker; Syracuse, 
Clifford Heath; Waterbury, 
Homer Senior. 

The National Directors attend- 
ance were: Pittsburgh, Sugden, 
Jr.; Mawn; Phila- 
delphia, Ralph Withington. 

National Past Presidents attend- 
ance were Haight, the In- 
ternational General Electric Com- 
pany, New York; Fraser, 
Stevens Company, New York; 
John Redmond, Crompton- 
Richmond Company, New York; 
Pouch, Concrete Steel Company, 
New York. 
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Tobin, 


Harry Delaney, President the 
New York Credit Men’s Association, 
presided the local Presidents meet- 
ing. 

One the most discussed features 
both the Manager’s and President’s 
meetings was display Associa- 
tion promotional material including 
literature sent the following As- 
sociations: Boston, Cincinnati, De- 
troit, Indianapolis, Milwaukee, New- 
ark, New Haven, New Orleans, New 
York, Philadelphia, Providence, Syra- 
cuse, Wichita. 

The idea this display was 
show what the various Associations 
are doing the way selling the 
organization their own members 
and outsiders. 

After the 
meeting adjourned, the literature dis- 
play was shipped Chicago where 
the Presidents and Secretary-Man- 
agers, the Central Division, met 
the Edgewater Beach Hotel. 


STATEMENT THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., RE- 
QUIRED THE ACTS CONGRESS 
AUGUST 24, 1912, AND MARCH 1933, 

CREDIT and FINANCIAL MANAGE- 

MENT, published monthly 

Penna., for October, 1941. 


COUNTY NEW YORK, 


Before me, Notary Public and for the 
State aforesaid, personally appeared 
Richard Tobin, who having been duly sworn 
according law, deposes and says that the 
FINANCIAL MANAGEMENT, and that the fol- 
lowing is, the best his knowledge and belief, 
true statement the ownership, management, 
the aforesaid publication for the date 
shown the above caption, required the Act 
August 24, 1912, amended the Act 
March 1933, embodied section 537, Postal 
Laws and Regulations, printed the reverse 
this form, wit: 

That the names the pub- 
lisher, editor, managing editor and business man- 
gers are: Publisher, 
Credit Men, Park Avenue, New York City. 
Editor, Richard Tobin, Park Avenue, New 
York City. Business Manager, Richard 
Park Avenue, New York City. 
That the owner is: National Association 
€redit Men, non-stock corporation with the 
following officers: Wilson, The First 
tional Bank, Salt Lake City, Utah, president; 
Paul Miller, Atlantic Steel Co., Atlanta, Ga., 
vice president; Bruce Tritton, American Stove 
Co., Cleveland, Ohio, vice president; Wat- 
son, Bank America, Los Angeles, Calif., vice 
president; Henry Heimann, New York, 
executive manager and secretary and treasurer. 

That the known bondholders, mortgagees, 
and other security holders owning holding 
per cent more total amount bonds, mort- 
gages, other securities are: None. 

That the two paragraphs next above, giv- 
ing the names the owners, stockholders, and 
security holders, any, contain not only the list 
stockholders and security holders they ap- 
pear upon the books the company, but also, 
cases where the stockholder security holder 
appears upon the books the trustee 
any other fiduciary relation, the name 
the person corporation for whom such trustee 
acting, given; also that the said 
contain statements embracing affiant’s full 
nowledge and belief the circumstances and 
conditions under which stockholders and security 
holders who not appear upon the books the 
company trustees, hold stock and securities 
capacity other than that bona fide owner; 
and this affiant has reason believe that any 
other person, association, corporation has any 
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Business 
Thermometer 


Sales wholesalers advanced 
percent August over the same 
month year ago, according 
Capt, Director the Census. This 
August increase slightly less than 
the percent gain for July, which had 
exceeded all previous year-to-year 
gains recorded this series. The 
year-to-date figure which rose 
percent the end July, climbed 
two points during August. Sales 
independent retail stores were per- 
cent over year ago for the month 
August according another 
monthly survey the Bureau the 
Census. The greater sales gains reg- 
istered the wholesalers reflect the 
sharp rise industrial sales addi- 
tion purchases retailers. 

Increases over August 1940 
more than percent were registered 
the trades for which data are 
shown separately. With the excep- 
tion liquor trades, wholesalers 
durable goods continued lead 
sales gains. instances, 
these lines strengthened the marked 
advances noted earlier months. The 
strongest gains over the first 
months 1940 were those per- 
cent for metals, percent for indus- 
trial supplies and percent for elec- 
trical goods. 

The outstanding expansions were 
again reported liquor sales, gains 
August being sharply above those 
for the first months 1941. This 
advance associated with the ex- 
pected revision tax rates. 

this monthly study, conducted 
jointly the National Association 
Credit Men and the Bureau the 
Census, 2,802 wholesalers, represent- 
ing all parts the country, reported 
dollar sales amounting $320,062,- 
000 August, which were percent 
above July 1941. 


interest direct indirect the said stock, bonds, 
other securities than stated him. 


RICHARD TOBIN, Editor. 
Sworn and subscribed before this 22nd day 
September, 1941. 
RUTH HOCTOR, 


(Seal) Notary Public, Queens County 
Queens Co. Clk’s No. 2897, Reg. No. 7409. 
filed New York County, 


Co. Clerk’s No. 689, Reg. No. 


3-H-435. 


Commission expires March 30, 1943. 


The cost value inventories 
hand the end August for 1,753 
wholesalers rose less than 0.5 per- 
cent from the beginning the month, 
this being the smallest monthly in- 
crease noted during 1941. ‘The in- 
crease stocks over August 31, 
1940, amounted percent. 

Collections accounts receivable 
for 2,312 wholesalers were more 
favorable August this year than 
those reported these same estab- 
lishments for August 1940. 
tions during August equaled per- 
cent accounts receivable 
August compared with collection 
percentages for August 1940 
and for July 1941. Continuing 
reflect recent expansions sales vol- 
ume, accounts receivable were per- 
cent greater August 1941, than 
the same date 1940, and per- 
cent higher than July 1941. 

Detailed figures are presented 
the following page summary for 
the United States. 


Frisco Credit Women 
Hear Talk Banker 


San Francisco: The September 
meeting the San Francisco 
Credit Women’s Club was held 
the 17th—the third Wednes- 
day the month—which the reg- 
ular date the monthly meetings. 

The meeting was well attended and 
the members heard Mr. Frank Dana, 
Assistant Vice President, Bank 
America, whose subject was: “How 
Present Yourself When Applying 
for Position.” 

Plans were discussed for the an- 
nual meeting Credit Women from 
Los Angeles, San Francisco and 
Fresno, held the latter city 
September and 21. 


Women Plan Program 


New York—Program ideas for the 
rent year were developed early Sep- 
tember meeting the officers and the 
executive and advisory boards the New 
York CWC. Miss Catherine Cohen, club. 
President, emphasized the need for close 
cooperation this emergency period and 
then, under the leadership Eva Marien- 
hoff, Thalheim Wearwell Co., the 
group Vice-President, there was discus- 
sion about program activities. The first. 
regular monthly dinner meeting was sched- 
uled for October 
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Accounts Receivable 
Percent change 


Kind Business August 1941 from 
August July 
1940 1941 (Add 000) 

Clothing and furnishings, except shoes. +12 +12 3,229 
Shoes and other footwear +48 11,865 
Drugs and sundries (liquor excluded). 117 +14 26,857 
Dairy and poultry 157 138 137 +22 642 
Fresh fruits and vegetables 150 143 154 +10 1,172 
Furniture and house furnishings +42 10,928 
Groceries and foods, except farm products 474 103 +13 41,642 
Voluntary-group wholesalers. 138 103 105 +11 14,775 
Retailer-cooperative warehouses.............. 20. 165 163 180 +22 +12 2,121 
Plumbing and heating 113 +41 9,944 
Machinery, equipment and supplies, except electrical............ +38 3,469 
Surgical equipment and supplies +18 1,107 

Tobacco and its products. 124 122 129 6,161 


*Collection percentages are obtained dividing the collections accounts receivable for identical group firms. 
tLess than 0.5 percent. 


sales and inventories, August, 1941 


Percent change 
Namber 1941 from 


Aug. 
1940 1941 


Kind Business 


ug. 
1941 


1940 1941 


Automotive supplies 4,915 +25 42,751 4,659 171 223 
Paints and varnishes........... +13 3,431 +33 23,198 +13 1,303 171 199 
Clothing and furnishings, except shoes.............. +150 3,891 +44 24,502 1,297 148 
Drugs and Sundries (liquor excluded)............... +13 165,710 36,074 184 206 
Dairy and poultry +10 +13 16,842 +32 —16 147 
Groceries and foods, except farm +13 506,040 377 +25 49,261 144 141 
Voluntary-group 19,207 +12 188,333 114 +23 16,820 158 153 
Retailer-cooperative wareliouses................ 4,468 +18 31, +19 114 126 
Wines and liquors........... 4,349 +24 +18 7,614 204 264 
Liquor ent other trades +15 4,717 35,298 8,982 374 
Total hardware 46,380 +50 374,411 248 +19 62,300 186 240 
General hardware........... 26,088 210,781 +17 44,419 223 279 
Industrial supplies......... 12,585 112,499 +20 12,549 134 193 
Plumbing and heating supplies 7,707 +38 5,332 125 140 
+11 +21 2,767 +22 194 129 133 
+12 +44 31,974 2,831 105 139 


*These are percentages obtained dividing stocks sales for identical group firms. 


accounts receivable and collections, August, 1941 
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